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” Right! And dealers like us because 


we sell— at a good profit!” 


“Customers like us because we’re 


good-looking, don’t they?” 


RENWICK-—unbalanced trims give this oxford unusual in- 
terest—the use of two materials and large perforations are 
other noteworthy details. 


@ Over a million pairs sold in less than 
three years .. . hundreds of dealers taking 
profits to the tune of from 42% to 46%... 
customers returning again and again for 
other pairs! That's the success story of Styl- 
Eez, ‘the talking shoes,” youngest member 
of the Selby family. 

They carry on the Selby tradition of dis- 
tinctive fashion, outstanding quality, correct 
fit and comfort-giving features... the rolled 
innersole which prevents ankle rotation, the 
light firm shank for the long arch, the sponge 
rubber maintainer for the metatarsal arch. 


TAMARA~—\this smart low-gore pump combines two mate- 
rials, has perforations underlaid in contrast, and a perky 
bow to add a definite flair. 

They're nationally advertised in publica- 
tions which appeal to young women, for 
whom they were especially designed. They 
know which way is up—and that’s the way 
they're going. For full information write 
The Selby Shoe Company, Portsmouth, 
Ohio, and a salesman will call with the com- 
plete story as to how Styl-Eez can help you 
towards more profit. 


$6 ana *6*° RETAIL 


With a mark-up of 42% to 46% 


BE SURE AND SEE THE SELBY LINES AT THE ST. LOUIS SHOW IN JANUARY 
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OLLECTING a sales tax for 

direct employment relief is 
now operating in the City of New 
York and is significant of the spread 
of taxation. The entire state has 
a sales tax of one per cent, which 
is concealed in the price of the goods 
but the present sales tax for the 
City of New York alone is on the 








basis of two per cent and is added 
to the sales slip so that the public 
is made conscious of the obligation 
to the unemployed. 

The city tax on the consumer is 
indeed a startling return to the old 
feudal system; but strange to relate, 
the public seems to take it in good 
faith. Perhaps the timing of the 
tax was good for the city authori- 
ties, for the sentimental season prior 
to Christmas makes the message of 
the direct contribution for unem- 
ployment not so difficult to tell. But 
the time of trouble is coming when 
the public becomes penny-conscious 
again in the winter months of Janu- 
ary, February and March. Then 
will come the spirit of evasion and 
avoidance for the irritation of two 
per cent tax becomes grist in the 
machinery of retail distribution. 

But merchants of New York have 








swallowed the bitter pill of a city 
tax and are watching the conse- 
quences of sales being deflected to 
points immediately outside the city 
limits. If the public irritation be- 
comes too much and the merchant 
tries to absorb the sales tax, then 
the fat will be in the fire. So the 
margin of net profit at retail will 
be absorbed and we will see a non- 
profit system prevail. 
The President’s announcement of 
a non-profit ruling in case of war 
will be actually in operation in the 
war against want. 
* * * 


A. PIRSCH, JR., children’s 
- Shoe buyer at Kilpatrick’s, 
Omaha, Neb., says: 

“Realizing the degree of service 
and comfort which children derive 
from their shoes, we conceived the 
idea of having a factory create for 
us a woman’s shoe designed along 





NOW ILL TAKE A PAIR. 














the same lines; in other words—a 
woman’s Kali-sten-iks shoe, capable 
of giving to women the same com- 
fort and corrective benefit that is 
afforded by children’s shoes. 

“That we succeeded in producing 
such a general utility shoe is evi- 


denced by the fact that during the 
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first year we stocked these shoes, we 
sold, through suggestion selling 
alone, 800 pair; and since that 
time we have averaged around 
a125 pairamonth. The conclusive 
evidence that these shoes are the 
answer to the problem of the wo- 
man who is constantly on her feet 
is given in the fact that out of the 
150 women employees in our store 
—100 are today wearing these 


shoes.” 
* * * 





EVEN SHOE MEN 


CAN HELP HOUSING 


PROGRAY 








ETERS SHOE COMPANY of St. 
Louis, illustrate the new coopera- 
tive spirit that believes that all 
industries are one—branches of the 
same tree; and that progress in 
America comes through activity in 
many lines. It sends this message: 
“TO OUR CUSTOMERS: The 
Federal Housing Administration in 
Washington is sponsoring a nation- 
wide campaign for the moderniza- 
tion and repair of homes, stores, 
buildings and industrial plants. 
“In many communities this cam- 
paign has already proven very bene- 
ficial. Possibly one has already 
been started in your community. If 
not, your campaign will most likely 
be launched in the very near future. 



















“The money spent is on perma- 
nent improvements. Nearly all of 
this money remains in your com- 
munity. Approximately 70c of every 
dollar spent goes to the men who 
do the work. Thus, the result is of 
benefit to all in the community. 

“We trust that your community 
will take full advantage of this cam- 
paign and will be greatly benefited 
thereby.” 


* * * 


\X/E quote below an actual an- 
swer to an advertisement in 
our “Want Ad” department: 


“Read your ad in the Boot anp SHOE 
Recorper. Would like you to consider 
my application for the territory with your 
firm, as soon as I am released from the 
King’s Park Insane Asylum, where I have 
been confined ever since I undertook to 
sell another line of shoes, outstanding in 
its grade; and to finance myself at the 
same time. 

“There are other good men confined 
here whom I would like to recommend if 
you decide you cannot use my services. 

“T. M. Looney, 
“King’s Park Insane Asylum.” 


* * * 


preci SCHOLNICK of the 
Scholnick Shoe Company, Bos- 
ton, addressed a group of buyers at 
the Hotel Edison in New York City, 
saying: 

“Women, we feel, will try to 
escape from the drab fashion to 
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which they have become accus- 
tomed because of the depression and 
will be clad next Spring more live- 
lier than in the past year or so. We 
look for a livelier expression in 
feminine footwear as exemplified in 
style, combinations of materials 
and treatment. 

“A new thought of shoe expres- 
sion will be a blend of types and 
a combination of effects. There 
will be a vivid treatment even of 
the so-called plain types of tailored 
shoes in which millinery and dress- 
making effects will be utilized. 
There will also be a decided 
emphasis on the so-called air-con- 
ditioning types, that is, a new treat- 
ment of the perforations. Air- 


conditioned shoes will be very much 
the go next year.” 








HOW'S YOUR 
SPINE? 











—Henry Ford's recent statement that the 
depression has ended so far as his com- 
pany is concerned, gives us real food 
for thought. 

—Altogether too many business men have 
been waiting for somebody else to do 
their job. 

—And that isn't in the cards. 

—I have a considerable number of friends 
and acquaintances in various lines of 
business who are making more money 
today than they made in 1929. 

—And they are not opportunists. 

—Rather are they hard-headed, hard-hit- 
ting business men who are determined 
to make good in spite of a depression. 

—Some men have strong spines, some have 
brittle spines and still others have no 
spines at all. 

—A good, strong spine is most essential 
to progress and success under present 
conditions. 


Sunt OTe 


President. 





HOE trade in Montana was hit 

the hardest by the depression, 
comparative sales figures for 1933 
and 1929 released by the Bureau of 
the Census show. Sales in Montana 
totaled $2,038,000 in 1929 as com- 
pared with $807,000 in 1933. 

Sales in Nevada showed a 58 per 
cent drop, and in Oregon there was 
a 56 per cent decline. Utah and 
Michigan had declines of 55 per 
cent respectively, and Vermont re- 
ported a sales total that was 54 per 
cent lower than in 1929. : 

The District of Columbia with a 
drop of 33 per cent had the smallest 
decline. North Carolina was next 
with a drop of only 35 per cent. 
Virginia, West Virginia, and South 
Carolina showed decreases of 37 
per cent each. 

The average decrease for the 
United States as a whole was 47 per 
cent. 

What proportion of this decline 
is attributable to a general lowering 
of the price level and what part to 
a decrease in the quantity of goods 
consumed cannot be stated with 
absolute certainty owing to the ab- 
sence of comprehensive price in- 
dexes. However, a large portion 





of the drop was due to a lowering 
price level, undoubtedly; possibly 
a deal more than that due to a de- 
crease in the quantity consumed. 


* * * 


ADE KENNEDY, hale, hearty 

and full of his well-known 
energy, is back in the harness at 
Irving Drew Shoe Company factory 
in Portsmouth. Go back down the 
years a bit, back when there was 
more of a seller’s market, and we 
see Wade pulling out of Drew’s and 
taking over the Riley Shoe Com- 
pany plant at Columbus, where he 
operated until Walker Dickerson 
came along, bought him out and 
next we see Wade doing European 
jumps for Selby, one of which took 
him all the way down to Australia. 
He has a heart interest in Selby, for 
his daughter is the help mate of 
Selby’s General Sales Manager, N. 
B. Griffin. They are good neighbors 
down Portsmouth-way, so now we 
see two old pals pulling together in 
harness again, Wade Kennedy and 
Warren Murray, that redoubtable 
old par golfer who got his training 
in New England and who knows his 
“quality shoe making.” Wallace 
Drew, as president, and Everett 
Drew as Sales Manager, give to the 
company its youth, worthy scions 
of a great father and a fine name in 
women’s shoes. 

















SS STEELE, who operates the 
Risley Shoe Store, over at Rich- 
mond, Ind., having bought out 
Risley, was once upon a time a 
saloon keeper. Frank Cahill, who 
covers Indiana for Selby says that 
Steele is making more money and 
showing a greater aptitude for mer- 
chandising shoes than he ever 
dreamed was possible when he was 
a rustler-up of “What will you 
have?” 

Do you know the story of Sandy 
and Angus, two Scots who sidled 
up to a Pub, with neither over- 
anxious to sound the other out, but 
after a moment of embarrassing 
silence Sandy asked Angus: “Did 
I ever tell you about the big bull 
elephant I shot?” “No?” “Well, 





it was like this. Out from the jungle 
rushed the big bull elephant and I 
ups me gun and shoots him in the 
‘yours. ” Somewhat skeptical, 
Angus said “What’s ‘yours?’ ” Said 
Sandy: “I’ll have .a Scotch and 
soda.” 

But Richmond, Indiana is also 
famous for having given the shoe 
world that great and fine fellow 
Charlie Feltman, once a shoe shiner 
there and later a shoe merchant. 


* * * 


a city buyer, fed up with it all, 
starts off to find an opportunity 
and finally writes us from the Dako- 
tas, as follows: 

“Possibly by the number of times 
I have changed my address you will 
think I am traveling about the coun- 
try in a moving van. I finally found 








a small town that really needs me. 
It is without a stock of women’s 
shoes and henceforth I will try to 
supply the footwear demands of 


this community. 

“Tell the boys if they want to get 
away from the cutthroats that call 
themselves big city operators, to 
find themselves a small town where 
people treat you as you treat them. 
If you are friendly, they are. If 
you are interested, they are inter- 
ested too. 

“Believe me, it isn’t cowardice to 
leave a big city for a small one. It’s 
common sense.” 


* * * 


[ILLARD CHEVALIER of Con- 

struction Methods, in an edi- 
torial “Switchboards of Industry” 
points out that “Expert knowledge 
and special facilities for effecting 
quick and nation-wide contact with 
selected occupational groups is 
made possible through the use of 
the business press.” He cited the 
incident of the tragic death of the 
“Three Babes in the Woods” in 
Pennsylvania and the part played 
by shoe and theatrical trade publi- 
cations as part of the machinery of 
identification placed at the disposal 
of the authorities. Mr. Chevalier 
then said: 


“When, as in this case, expert 
knowledge is required to observe, 
report and interpret the facts and 
a swift, thorough coverage of a 
special trade or occupation is re- 
quired, the business journal is the 
instinctive choice of those respon- 
sible for getting results. It is the 
recognized central switchboard of 
its field. 

“That is why those who would 
put their data and experience at the 
service of a special group publish 
it through the reading pages of such 
journals, and why those who would 
keep abreast of progress in their 
fields follow those pages closely. 
And that is why the manufacturers 
of the materials, equipment and 
services that are used in any par- 
ticular trade or industry instinctive- 
ly use the advertising pages of its 
business paper when they wish to 
broadcast to its buyers the merits of 
their products or the standing of 
their houses.” 

* * * 
M. ROGERS of T. M. & B. A. 

- Rogers of Florence, Alabama, 
sends a letter to leading merchants 
throughout the nation, asking for 
consideration of the problem of 
merchants in towns of 5,000, to 
40,000 population and says: 

“Many small merchants in cities 
of our size ignore the Code and this 
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is an added hardship on progressive 
merchants who are living squarely 
up to the Code. 

“The volume of large metropoli- 
tan city merchants, justifies them in 
having assistants for the positions 
of floor manager, superintendent, 
credit manager, comptroller, audi- 
tor, merchandise manager, depart- 
ment buyers or managers, advertis- 
ing manager, display manager, 
checkers, etc. It is simply out of 
the question for merchants in towns 
or 5,000 to 40,000 to attempt to 
keep assistants for any of these 
positions and to TRY MEANS 
BANKRUPTCY. 

“What is the remedy? Change 
our retail merchants code in two 
respects, applicable to cities from 
5,000 to 40,000 as follows: 

“Article 5. Section 5, that limits 
five executives to every 20 employ- 
ees and one executive to eight em- 
ployees thereafter, to read as fol- 
lows: 

“One executive for every three 
employees up to 21 and one execu- 
tive for every four employees there- 
after.” 

* * * 
HOE cutters of the North Shore, 
Mass., say that kid is coming 
uncommonly good these days, be- 
ing of more uniform grain and 
color, and better trimmed. 


Salesman: "Of course they're comfortable for dancing. Let's do the Continental." 
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WA§UAT’S behind all of this “back to Formality in 
men’s evening dress?” Blame it on Repeal. Look to 
the gayest social season New York has seen in 20 years, 
or, the best theatrical Winter in five and still you can’t 
explain it thoroughly and convincingly. Those of you 
who have tried to promote Formality in the past know 
what we mean. We have had these very essential ele- 
ments before and the charm failed to work. This year 
quite unexpectedly (perhaps the setting is just right) 
we have seen a most welcome growth of this highly 
profitable and formal shoe business in New York. 

Experts vary on the details but from all we have 
the same general story. Some say it is the best season 
in five years. The more audacious say 20 years, some 
go so far as to say the sale of formal shoes is unprec- 
edented. Discounting what may be, at this holiday 
season, an unwanted optimism, there is much fire be- 
neath the smoke. 

We offer here some random thoughts of several New 
York style men who are feeling this happy stimulus. 
A. H. Simon, shoe buyer with Weber & Heilbroner, 
notes that for the first time in 15 years the patent 
leather pump is selling well, selling on a par with the 
patent leather oxford or tuxedo shoe which in previous 
years sold far ahead of any other evening footwear. 
The first tangible evidence of this return to vogue of 
the dancing pump came last year when Weber & Heil- 
broner showed it with no particular hopes and found 
that it met with a decided response. 

“For,” says Simon, “men really wanted the pump. 
There is nothing that can equal the comfort of it and, 
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“Gentlemen 
Will 
Dress 


A Gracious Return 





TRIO FOR DANCING 
The greater part of your evening shoe sales 
will be the black patent oxford which is prob- 
ably the universal leader and the patent pump 
a runner-up for honors this year. The one 
shown is over a new last of welt construction. 
half lined with gros-grain and sporting a rather 
large gros-grain bow. Below is the elastic side 
gore gaiter type that a major Broadway store 
is featuring with great success. 













you know, it is the only really correct shoe for wear 
with tails. Formal wear had reached that degree where 
nearly anything went as correct. We were showing a 
turn pump then and we felt that this year the pump 
would be very strong, so we developed what we feel is 
the finest pump and the best dancing shoe that we have 
ever sold here at Weber & Heilbroner. Built on a 
special welt last which keeps the sides from gaping 
and fits the heel snugly, it is of light construction with 
just enough weight and support to keep the foot com- 
fortable while dancing. A novel feature is the heel. 
the front of which has been clipped sharply at an angle 
to keep the leg of the trouser from getting caught while 
the wearer is dancing. This pump, half lined with 
grosgrain and with a grosgrain bow which, incidentally, 
is slightly larger this year, is the shoe that we feel is 
bringing the pump back where ‘it rightfully belongs 
in the evening wear picture.” 

Jimmy Hogan, who at the Florsheim shop on Broad- 
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By 
JOHN 
REILLY 


to Formality 
Features 

the 1935 
Winter Season 


PROOF OF THE FACT: 


That we are enjoying a return 
to Formality. A group of ads 
by stores that are making 
style in New York. The large 
one was a quarter page and the 
smaller ones in proportion. It 
has been some time since we 
have seen such large space de- 
voted to the advertising of 
formal attire for men. 


way, gets his share of the ultra-smart theatrical trade, 
has a similar story on Formality, and a mighty clever 
window tells it to the boys along the “Main Stem.” 
Jimmy features in this window the patent oxford, the 
pump and an idea all his own, an elastic gore patent 
leather gaiter which is a beauty. It is Hogan’s own 
idea and it is selling very well, giving that tailored 
look so necessary with evening clothes. It fits beauti- 
fully and feels like a glove on the foot—a point of 
comfort to the man who wears evening clothes prac- 
tically every night. 

The black reversed calf or “sueded” tuxedo shoe, 
in spite of the very decided opinions of certain fashion 
authorities that it is incorrect style, finds a remarkable 
sale, peculiarly enough in the highest grades. Two of 
Fifth Avenue’s leading shops are featuring it at present 
and are doing a very good business in it. This is 
probably due to the fact that it makes a very fine shoe 
for wear with the black Homburg hat, which is strong 
this year. It matches this hat very well in color and 
texture and is also the ideal shoe for the velvet dinner 
jacket which is finding increased vogue for host wear. 

We show with this article several ads on Formality 
current in the New York press. Close scrutiny will 
reveal certain decided changes—tails are longer and 
fuller. The silk topper is now worn with the tuxedo. 
One or two shops are featuring a midnight blue tuxedo 
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ST eeanousas GaGeate THE NEW YORK MANNER 
; Ou with the Deuce! 


There's beaventy comfort im « pair 
of patent pumps...you can dance 
the ears dows without feelizg foo 
weary or fatigued. And somebow, 
when your feet feel friendly, the 
mune sounds better, conversation 
flows freer, even your wit be- 
comes more inspired. Pumps 

are perfect for Tail Coat 

or Tuxedo. And the 

price is only 


— £5.00 


WEBER and HEILBRONER 


NEW YORK BROOKLYN NEWARK 
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IN DULL SUEDE CALF 


The reversed calf influence extends 

to the Tuxedo oxford. The sofi 

texture and color is smart with the 

Tuxedo hat of felt; an ideal shoe 

for wear with the velvet Host 
Jacket. 


which is said to be very good for theatre and night 
club wear. Rumor comes from England that blue 
opera hats and blue patent leather shoes are being worn 
at the gayer London places. We have seen such a hat 
here in New York. The shoes we are trying to visualize. 
Certainly they should be very smart, as midnight blue 
makes a splendid black under artificial light. 

We welcome the return to Formality for two very 
good reasons. It is a nice clean business from a re- 
tailers’ viewpoint—pumps or patent leather oxfords 
will not spoil a sale for another type of shoe. Formal 
shoes are quality merchandise and possession of quality 
by a customer breeds the desire for fastidiousness that 
creates extra sales. Once a man is taught to wear a 
tail coat with ease and grace he will be more meticulous 
about his every-day attire, a condition much to be de- 
sired by all you retailers. 
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Now for the Blue Grass Country of Kentucky. Big, 
well kept stock farms owned by millionaire horse 
fanciers, as well as regular farms operated by pros- 
perous tobacco and corn planters, abound in this re- 
gion. The section is in extra good shape this year, 
with excellent crops and good prices. The towns, too, 
have their industrial payrolls which help to swell the 
volume of retail business. 

There is one peculiar thing about retailing in this 
section. People as a whole are decidedly averse to 
chains as a general proposition. Furthermore, they 
are somewhat slow in trading with newcomers who may 
be independents. One old established department store 
in Lexington, a few years back, sold out to a chain. 
Trade fell off. About a year ago the original pro- 
prietor resumed control. Business caught up its old 
tempo almost immediately after a period of near 
stagnation. 

As a whole, these established independent shoe stores 
are in much better shape than they have been in years. 
Chains that have been a success have been built on a 
price proposition, while independent shoe buyers who 
did not go down in price, in an attempt to keep up 
volume, are sitting pretty for the most part. These 
stores have built their business on quality, style and 
feature footwear, so have held the confidence of their 
public. 

Right here is a good time to quote Paul Berwald of 
the Consolidated Retail Store, St. Louis. “There is 
nothing a chain store can do that an independent can- 
not match in the way of operating a store, if he only 
will.” Mr. Berwald knows what he is talking about, as 
before he became associated with his present firm, he 
operated his own store. 

Shoe store operation has changed for the better 
recently. Part of this is due to the lessons learned 
from chains and part from not being able to have un- 
limited banking accommodations. The net result has 
made better shoe merchants of many independents. A 
few years ago, shoe men bragged about the amount of 
reserve stock they carried. Now they are bragging of 
the fact that they do do not carry any reserve stock. 
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SIGN POSTS 


Coming into Frankfort, the capital city, a stop was 
made to talk with the Meaglers, father and son, who 
have been running a shoe store in this town for a 
couple of generations. I discovered a most unusual 
side line. For years the Meagler Shoe Store has been 
selling school books to the entire county. This busi- 
ness comes in September, when shoe trade is usually 
quiet, so it does not interfere with the selling of shoes. 
Kentucky school children must buy their own school 
books except in the primary grades. 

The Meagler Shoe Store is the only exclusive shoe 
store for miles around. It is one of those stores which 
does not believe in extensive sales, has a wonderfully 
clean stock and always discounts its bills. An occa- 
sional one-day sale is the usual means of cleaning the 
stock of any accumulated odds and ends. This store 
never went into price competition, so good shoes, well 
fitted, is again the story. 





You are now being introduced to a store that has 
never heard of any depression in business—Baynham’s 
in Lexington. Leslie Baynham is authority for that 
statement. Those who know him—and who in this 
section doesn’t?—know that he is not given to making 
extravagant statements. As far as actual figures are 
concerned, his business is running ahead of 1928 and 
29. Compared with last year, it is 40 per cent ahead. 
Salesmen’s salaries in this store have not been reduced, 
consequently there has not been a change in the or- 
ganization for years. 

This store absolutely guarantees to fit any foot that 
comes in. New shoes are given without question upon 
any fitting complaint, and as this averages less than 
$25 a month, Mr. Baynham considers it good adver- 
tising. His contention is that poorly fitted shoes are 
the principal cause of floating trade. 

An underlying reason for the progress of this store 
is its advertising policy, and I will let Mr. Baynham 
tell it to you in his own words: “There is no such thing 
as my share or the other fellow’s share of business. 
Business goes to those stores that make an intelligent 
appeal to the buying public. 

“Retail shoemen have got to come to life in re- 
gard to their advertising. They must buy a few 
less pairs of shoes and spend a few dollars more 
on advertising. When a man cuts off a hundred 
dollars from a bill of shoes and spends that on 
advertising, he will eventually buy more than that 
hundred dollars in shoes. The months I spend the 
most money in advertising are the months in which 
I make the most profit. 


“For the first two weeks of seasonable selling we 
use full-page advertisements. Then we ease down so 
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that we will spend about 6 per cent for the months of 
October, November, December, March, April, May and 
June. Then 3 per cent will cover the publicity ap- 
propriation for the remaining months. 

“This business started thirteen years ago in a little 
one-horse way down here in the Blue Grass country. 
We have never had any trouble staying in business, 
as we did not milk the business during prosperity, so 
now we could carry it through the past few years. 

“There are four things we have never done. We 
never let up on advertising. We have never reduced 
salesmen’s salaries. We never let the stock run down. 
And we never passed up a discount. 


1934 


HARRY R. TERHUNE 


“One of the real reasons why our business has kept 
up is that our salesmen feel that they can afford to 
buy good merchandise themselves and consequently 
they are able to make their customers see things in the 
same light. A merchant who cuts down on advertising 
and cuts down on salaries forces his salesmen to have 
a cheap complex. There are some of the reasons why 
we are selling more shoes from $8.50 up than we are 
from $8.50 down. . 

“One thing we have learned in the last few years is 
that if a store turns its stock four times a year, it does 
not require any outside help to finance its business. 
Such a store’s stock is always liquid and always “open 
to buy.” 

Across the street, in the S. Bassett & Sons shoe store, 
R. T. Eades told me what an important part friendship 
played in selling shoes in a town the size of Lexington. 

[TURN TO PAGE 41, PLEASE] 








Down in the Kentucky Blue Grass, the RECORDER 
Field Editor: discovers a shoe store that hasn't even 
heard of the depression. Not, at least, so far as its own 
business is concerned. This year's sales at Baynham's, 
in Lexington, are running ahead of '28 and '29. How 
do they doit? Mr. Terhune tells the story in this week's 
installment of his running report of retail conditions 


as he finds them on his travels West and South. 


it's 


worth the while of any shoe man to study their system. 





& 
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Three new ski-costumes indoors 
for a rest. (Left to right) The 
Hussar's jacket outfit in navy 
or the newer dark green. 
Natural color cotton-gabardine, 
bell-hop jacket: Plaid flannel 
lumberjack shirt with leather 
suspenders. 


This is the famous Tyrolean shoe which was 
imported first for the quests at Peckett's on 
Sugar Hill, New Hampshire, the hotel which 
is both a Summer resort and Winter sports 
center. The original is made of heavy buck- 
skin with tongue and lace in bright-colored 
leather. This design has also been copied 
in this country in domestic service leather. 
There is business to be done for several 
weeks in sturdy walking shoes like this. 
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The North Wind 


IT's an ill wind that can’t blow some good to the wide- 
awake merchant. The prophecies of a long hard Win- 
ter, already fulfilled by this December’s weather, gives 
the shoe store something else besides clearance sales 
to think about in December and January. 

Take snow boots for instance. How many women 
(and men and children, too) can be sold a pair of 


The men are customers, too, 
for ski-boots and the heavy 
socks that go with them. 


And the sturdy snow boot is 

the only really satisfactory 

shoe for Jack and Jill's hill 
sliding! 


SSS hurc ress 
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The effective window (shown at the foot of the page) presented 
|. Miller's collection of storm footwear. A ski-scene decoration in the 
background, an unusual platform and huge snow balls, topped with 
humorous little metal figures, set the scene for new models in galoshes. 
The newest idea in this window (shown also in the snapshot) is the Russian 
rubber boot. In shiny black rubber, with characteristic loose ankle and 
snug-fitting cuff shirred with Lastex to keep out the snow-flakes. 


The Russian boot idea was a 

natural for rubber footwear. We 

have been waiting to see one de- 

veloped ever since the first talk 

of boots began—and here it is 

at last . . . a new silhouette in 
galoshes. 


Doth Blow 


these heavy shoes for Winter sports? And Winter 
sports don’t necessarily mean ski-ing in the Swiss Alps. 
They mean ploughing about in one’s back yard—or 
coasting on the nearest hill! Last year, women took 
up the wearing of ski suits and the accessories that go 

[TURN TO PAGE 36, PLEASE] 
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Chart A 


WueEn a man who is responsible for a store’s win- 
dow displays realizes that at least 25 per cent of the 
store’s rent goes for the space under his immediate 
jurisdiction, then he is apt to comprehend the serious- 
ness of his job. 

A good display man must have a good working 
knowledge of architecture, card writing, electrical engi- 
neering and he must know color from the ground up. 

He must know the rudiments of architecture so that 
he can best plan his backgrounds. It is not necessary 
for him to do the actual card writing work, but he 
should be able to bring out the different messages in 
the right size type. He must also know about the dif- 
fusion of lights and what wattage to use in order to 
get the best results. And if the window man is really 
on his job he should have access to the sales results of 
the windows he has planned and executed. 

Color is probably the display man’s most powerful 
ally, according to Clement Kieffer, Jr., display man- 
ager for Kleinhans Co., Buffalo. The accompanying 
chart (Chart A) which illustrates well-chosen color 
schemes, will be found very helpful in planning win- 
dow trims. The unit at the top shows the primary 
colors in largest type, the secondary colors in smaller 
type are formed by mixing the primaries, and the ter- 
tiary colors in the smallest type, which are formed by 
mixing the secondaries. 

Numerous harmonizing and contrasting combinations 
are also listed as well as unpleasant ones to be avoided. 
It is quite necessary to choose the right color scheme. 
Nearly all displays are designed to arouse a buying im- 
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COLOR 
HARMONY 


Rightly Used, Color Can Be the 

Display Man's Most Powerful Ally— 

Improperly Handled It May Ruin the 
Best Laid Window Plans 


pulse. But this may be approached through many dif- 
ferent avenues or moods. 

“In planning a display,” says Mr. Kieffer, “a careful 
analysis should be made to determine to what sides or 
angles of the customer’s nature the particular merchan- 
dise appeals most strongly. Then you should design 
your showing to emphasize these qualities or attributes 
and to arouse in the prospective buyer the mood most 


N 
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Chart B 


likely to result in a sale. The selection of a color 
scheme has a most important bearing on this. Ob- 
viously, cool, white shoes should not be shown against 
a background of red. 

“The choice of an attractive color is not enough— 
it should be the right color scheme to bring out the 
appealing qualities of the particular merchandise being 
displayed. 


Fire, 


Suggests Courage, 
Heat, 


Red—Striking, Lily. aon Tragedy, 
Danger. 


a Reco--Selt, faviling {sugges Health, Beauty, 
erm 
— Suggests Warmth. Th 
Orange—Vivid, Gay. | ——_ ” 
Yellow—Cheerful, Suggests Light, Sunshine, 
Inspiring. Happiness, Springtime. 
( GSreen—Cool, = orl Life, Vigor, The 
Refreshing. 
. Suggests Night, Moonlight, 
em < moms 1 Winter, Coldness, Fidelity, 
_ ico Truth, Dignity. 
. Suggests Luxury, Splendor, 
’ Purple—Rich, Regal. { Dignity, Mystery. 





“Successful grouping of the objects in a window to 
make a pleasing display requires artistic ability. Ex- 
cellent results are often obtained through symmetrical 
arrangements of mass and color—that is, balancing 

























each fixture, property and piece of merchandise on one 
side of a window by a similar piece in a corresponding 
location on the other side of the window. 

“The color masses are handled similarly—each spot 
or expanse of color on one side of the window is bal- 
anced by a corresponding spot of the same size and 
color, or at least of the same intensity or color value 
on the other side of the window. 

“The fault most often apparent in this type of lay- 
out is that it tends toward stiffness and formality. This 
may be an advantage however, where dignity and im- 
pressiveness are sought. 

“More attractive and interesting effects are obtained 
through unsymmetrical balance. A fixture or group 
of merchandise on one side of the center line may be 
balanced on the other side of the window by a totally 
different unit if the rule of balance is applied... 

“For illustration, consider that we are to weigh each 
unit going into the window on a lever suspended at 
its center. Then a large mass placed near the center 
of our lever may be balanced by a much smaller mass 


ne SICHT 87% 
MM SOUND 7% 
MESMELL 312% 
§ TOUCH [1/2% 
§ TASTE 
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Chart C 
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Why Certain Combinations Stimulate Desire for Merchandise 


IN SHOE WINDOWS 









SHOE WINDOW . . KLEINHANS CO., BUFFALO, N. Y. 


A striking window featuring cordovan shoes for men, designed by Clement Kieffer, Jr., for Kleinhans Co., of Buffalo. 
The central panel tells the story of cordovan, its qualities and advantages, while the illustrations of famous paintings 
suggest its origin. 








placed farther from the center. This rule may be fol- 
lowed in placing the units in the window, considering 
the center line of the window as the central pivot about 
which the lever rotates. (See Chart B.) 

“In this connection it should be remembered that 
the shape of an object has an effect on the apparent 
weight. An object with ornate, irregular but pleasing 
outlines apparently gains in weight, while the same 
mass with regular less interesting lines seems to lose 
in weight. 

“In exactly the same way unsymmetrical expanses 
of color may be balanced. A large mass of color near 
the center line of the window may be balanced by a 
smaller mass of the same color value or intensity placed 
farther from the center line. Or two color masses of 
different sizes, placed at equal distances from the cen- 
ter line, will balance if the smaller is made propor- 
tionately stronger in color value or intensity. 

“Although there are many arguments for and against, 
opinion seems to strongly favor pricing the merchan- 
dise in display windows. Where all the merchandise 
shown is the same price, this is better displayed on a 
show card with appropriate descriptive matter or sell- 
ing arguments. And just a suggestion before leaving 
this phase of the subject, relatively high-priced mer- 
chandise should always have a few words of descrip- 
tion on the price card. 

[TURN TO PAGE 41, PLEASE] 
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“SHORTBACK” LASTS 


to have 


The answer to Murray C. French’s 
article in August 11th 


Boot & Shoe Recorder 


ee 


eee aa successfully conducted under ac- 

tual selling conditions in numerous fine shoe and 
department stores by The Julian & Kokenge Co. of 
Columbus, Ohio, have definitely proved to be the 


PORN SE SEA 


greatest advancement in shoe fitting since the advent ee ee 


cautions the salesman 





of the Combination Last. 


to "please be careful | 
The “Shortback” Free-walking Lasts of the Julian menos | pei ne : 


right fit," just what 
does she mean? Any 
shoe man knows in- 
stantly —she has had 
trouble with shoes too 
short in the toes or 
too loose in the heels, 
or both. Not once in 
twenty times does she 
mean anything else. 


& Kokenge Co. overcome the two common com- 
plaints about shoe fitting. 


1. Shoes too loose at the heel. 


2. Shoes too short in the toe. 


These two complaints cause shoe retailers every- 


































where thousands of dollars yearly in repair bills 
—repairs before the shoes are worn, to say nothing 
of the many appliances inserted into shoes for which 
no charge can be made . . . because the shoes do 
not fit. 





Eighteen months ago The Julian & Kokenge Co. 
perfected a method of grading lasts which set a 
new standard of fit for the shoe industry. In re- 
sponse to the article “Give Us Shortback Lasts” writ- 
ten by Murray C. French in the August 11th issue of 
Boot & Shoe Recorder, The Julian & Kokenge Co. 
submitted to him and to numerous shoe retailers 
their “Free-walking Lasts with the ‘Shortback’ Prin- 
ciple” in which this new method of grading had 
been incorporated. 












The successful experiments conducted by The 
Julian & Kokenge Co. will have a vital effect upon 
every shoe retailer in America. 





The results of these experiments together with a 
reprint of Mr. French’s article may be had by writ- 
ing to The Julian & Kokenge Co., Columbus, Ohio. 


Julian & Kokenge shoes made over these Free- 
Walking Lasts will be on display during the St. Louis 
Style Show, January 7th to 10th at the Statler Hotel, 
Rooms 214 and 216. 


Adv.— 
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vital effect upon every Shoe 
Retailer in America ... . 


MURRAY C. FRENCH 
Retail Analyst 
1916 BAST ELEVENTH AVENUE December 3 > 1934 


DENVER, COLO. 


Mr. Herbert Lape, Jr., 
Julian & Kokenge Company, 
Columbus, Ohio - - 


Dear Mr. Lape; 


It has been a most interesting task 
during the vast few weeks to test out several hundred 
pairs of shoes made over vour new Free Walking lasts. 
I am frank to say these lasts are exactly what I was 
talking about when I appealed to the shoe trade to 
"Give Us Short-Back Lasts." 


They prove the Short-Back theory is not © 
only correct but also workable, for the short back parts 
on these shoes allow the salesmen to fit the longer 
be and narrower feet really long enough in the toes and 
i still keep a snug, trim fit in the heel. What a relief 
¢ to both customer and salesman! 


I like too the extra room you have put 
at the cuboid. .This results in a close fit around the 
top, the same when the weight is on the foot as when 
it is off. 


Congratulations to you and the whole 
J.& K. organization. 


fs Sincerely yours, 


: rae, 0 Fawr) | 


mef/hs Murray C. French 
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OUTLOOK 


Can Man Be Made Color and Style-Wise? 


OW OULD you buy a 1924 automobile for use in 
1935?” is the question that Ray Twyeffort asked us and 
before we could answer, he said: “Why then should 
you be wearing a 1924 model of a pair of men’s shoes 
into the new year of 1935?” 

So we take his question and his answer and pass it 
along to the trade with the prophecy on our part that 
the year 1935 will show greater progress in the fashion 
arts in men’s footwear than it has in a decade. Men 
are becoming more individualistic. They don’t fear 
colors and change. Men are becoming more adven- 
turous in-so-far as costume is concerned. We are to 
see great things in the men’s shoe business in the Spring 
and Summer of 1935, for there are new things coming 
in men’s attire. 

This same zealot for expression in men’s clothing has 
gone the full distance this Winter in designing a blue 
full dress suit with accessories. He had to send to 
London to get the material to make the blue silk hat 
but he was pleased to see that dark blue dancing pumps 
were available in men’s footwear—thanks to past tan- 
ning experiments on this side of the water. The eve- 
ning dress ensemble, if we can use that term, is most 
distinctive though the blue, as a color, was most con- 
servative. Not one but many of these evening costumes 
were made. 

Have you, in your store, had any demand for the 
formal dress pump for men’s full dress wear? It has 
swept New York like a breath of desire. It has in it 
some of the spirit of gallantry and gentlemanliness that 
existed twenty years ago. Good manners come again 
into social life and by that same token the dress of a 
former gentlemanly period returns. It’s most welcome. 

But our thought was not so much on the evening as 
a period for style change. This audacious designer of 
clothes is head of the promotional committee of mer- 
chant tailors of America and he is all enthusiasm for 
the glorification of color and change in “leisure” and 
“fun” clothing. 

In his belief “men are going to enjoy themselves in 
the leisure hours as an antidote for the strain and pres- 
sure that they put into their business lives.” He hopes 
that the shoe trade will walk down the path with the 
more adventurous apparel people. He would almost 
exchange our debt with England for the presence here 
of the Prince of Wales or the new romantic couple, the 


BY 


Vy ee 


Duke and Duchess of Kent, for what this country needs, 
he says, is the inspiration of leadership in fashion use. 
He points to the young and old men of business as 
the pioneers of a new sartorial day. The middle aged 
run of men may consider clothes incidentally and ac- 
cidentally but the extremes will carry the torch to burn 
up the tradition of standardization in men’s dress. 
What’s more, he believes that it isn’t a matter of price, 
for these things can be had to fit the purse of any man. 

So we point to the statistical record of an indus- 
try now serving the man public of America with 
two pairs of shoes per year, sans style, sans color, 
sans pride of possession; and in contrast the excel- 
lent job that has been done in the women’s shoe 
field, where, even in a period of depression, pro- 
duction and consumption of shoes have been better 
than three pairs on the average for womankind the 
country over—plus style, plus change, plus desire 
for adornment. Staples have their place in the 
work-a-day world, but the time has come to think 
of other things. 

Restoration of confidence is not enough. There must 
be a restoration of the joy of living and all this is said 
in spite of the terrible totals of unemployment. It is 
said in the belief that buying power can be increased 
by fashion service to those who are employed and to 
those who have money (that is not now being spent for 
goods and services). These wage and income earners 
might rightfully get a new sense of proportion and live 
and act the part that their incomes really warrant. It 
would be a better country for the merchant when the 
man-consumer becomes more conscious of his footwear 
as a part of his costume rather than as a mere tradi- 
tional foot covering. 

There is a world of wisdom in what these pioneers of 
fashion are propounding. They help the merchant to 
become again truly a merchant who selects desirable 
things as well as durable things and who transfers his 
enthusiasms through his clerks to the men of the com- 
munity. 
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Look for this stamp 
on all shoes made 
on “Down To The 
Wood” lasts. 
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AN IMPORTANT CONTRIBUTION 
TO IMPROVED SHOEMAKING 


[A] The Saddle Insole has become an important feature 
in the construction of several makes of arch support shoes. 


[B] The use of the “Down to the Wood” principle in last 
design has contributed materially to the effectiveness of 


my this feature. The last is grooved so that the insole saddle 


fits perfectly into the recessed section of the last. 


[¢] By the use of this method the saddle fits closer and 
more snugly to the foot and gives added support. Unless 
this method is used the saddle has to be skived so thin 
in order to preserve the lines of the last that it is of no 
practical value in the shoe. 


UNITED LAST COMPANY 


BOSTON, MASSACHUSETTS 















When writing advertisers please mention Boot and Shoe Recorder 





KENNETH M. GOODE 


Sales and Merchant Consultant Who 
Will Address Shoe Men at St. Louis. 


THE National Boot and Shoe Manufacturers Associa- 
tion has announced the program for the conference on 
problems of retailing and distribution, as arranged by 
Boot anpD SHoE Recorper for retailers in attendance 
at the meeting at Hotel Jefferson, St. Louis, on Wednes- 
day, January 9, in connection with the Fourth National 
Shoe Display. The principal speakers will be the fol- 
lowing: 

Kenneth M. Goode, merchandising and advertising 
consultant and well-known author and lecturer on ad- 
vertising subjects, will discuss “The Right Philosophy 
of Retail Distribution in a Period of Recovery.” 

Malcolm P. MacNair of the Harvard School of Busi- 
ness Administration will analyze the problems of the 
retail shoe store executive, including finance and con- 
trol of operating costs to assure a reasonable net profit. 
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Conference for Retailers at 
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22, 


National 


Shoe Display 


Speakers and Subjects for Meeting of 

Merchants to be Held at Hotel Jefferson, 

St. Louis, January 9 — Travelers to Hold 
Convention January 4 and 5 


H. H. Maynard, professor of marketing and head of 
the department of Business Organization in Ohio State 
University, will lead a discussion of retail shoe store 
operation, including the practical problems of promo- 
tion, publicity, merchandise display, customer con- 
tacts, etc. 

The conference for retailers will immediately follow 
the thirtieth annual convention of the National Boot 
and Shoe Manufacturers Association, which will also 
be held on January 9 at the Hotel Jefferson and to 
which retailers in attendance at the National Shoe Dis- 
play, St. Louis, January 7-10, are invited. It will be a 
brief session, confined to the annual address of the 
president, Roger A. Selby, the annual report of the 
executive vice-president, J. O. Ball, and only such nec- 
essary business of the manufacturers’ association as 
must come before the meeting. 

Everit B. Terhune, president of Boot anp SHoE Re- 
CORDER, will preside at the conference for retailers and 
the discussions which will follow the addresses of the 
several speakers. These open forum discussions, which 
afford an opportunity for the retail merchants to 
express their views and give the results of their prac- 
tical experience, should be of great interest to the mer- 
chants. At the close of the meeting a prominent shoe 
manufacturer will present a summation of conclusions 
and discuss the trade outlook for 1935 from a manu- 
facturer’s viewpoint. 

In presenting this program, the manufacturers’ asso- 
ciation feels that important subjects will be covered, in 
which every retail merchant and buyer is interested at 
this time. The speakers are men of recognized author- 

[TURN TO PAGE 43, PLEASE] 



















Pel a a eae. Beaupain eee a ea sae — 


neat 


arts 















i 





January 7th to 10th, 1935. JANUARY /-IO 


} PO a ee eT ae ee om 1935 








BOOT AND SHOE RECORDER, December 22, 1934 





















Fourth Annual National Shoe Display 


FORECASTING 




















Spring and Summer 1935 





f Ts National Boot and Shoe Manufactur- Tarn 

| Joanie ae ae 

i Retailers of the country to attend its Fourth — ee 

| Annual National Shoe Display, at which shoes NATIONAL 

: for Spring and Summer, 1935, will be displayed SHOE DISPLAY 
by the participating manufacturers, at the SAINT LOUIS 








Hotels Jefferson, Statler and Lennox, St. Louis, MISSOURI 





invited to attend the Thirtieth Annual Conven- 


tion of the National Boot and Shoe Manu- Fare and one-third for round trip 
facturers Association, which will be held in pander aadlsseuenie edie rs sitar 

for those attending the National 
St. Louis during the National Shoe Display. Shoe Display, provided they secure 


certificates from local agents at time 
of purchasing one-way ticket to 
St. Louis, which certificate when 
validated at the Information Booth, 
@ Mezzanine Floor of the Hotel Jeffer- 
son in St. Louis, will entitle those in 
attendance to purchase return tickets 
over the same line at one-third regu- 


lar one-way fare. 





Under the Direction and Management of 


The National Boot and Shoe Manufacturers Association 
2812 Chrysler Building | New York City 
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JOHN LAYCOCK 
President, Shoe Merchants Council of N. Y. 





JOHN LAYCOCK, president of the Shoe Merchants’ 
Council, in addressing the leading shoe buyers and 
merchants of New York City at the Hotel Commodore 
on December 12, called upon Maurice Miller, chairman 
of program and entertainment committee for the 
N.S.R.A. convention, to be held in New York Jan. 6-10, 
to tell about the program. Mr. Miller said: 

“The National Shoe Retailers Association is bring- 
ing its great annual convention and exhibition to New 
York City for the first time. 

“The leading shoe buyers and shoe manufacturers of 
New York have hoped that this convention would come 
to New York City for the past many years. This has 
been a foremost idea in our minds and now our idea 
has been gratified. We have supplanted this idea with 
the ideal that New York City should become the great- 
est shoe market in the world. 

“New York City has been known as the world center 
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Shoe Men Hear N.S.R.A. Plans 


Testimonial Dinner to John Slater and Style Show Highlights 








1934 


for styles in footwear for a number of years. The new 
goal of this organization is to make this the annual 
meeting place of the retailers and manufacturers of 
this country. 

“Because we are at the hub of merchandising activity, 
because we lead the world in style, industry and prog- 
ress, we want to make New York City the scene for the 
merchandising meetings, fashion forums, and clinics on 
foot health of the National Shoe Retailers Association. 

“Already the Shoe Merchants’ Council of New York 
has made plans in conjunction with the National Shoe 
Retailers Association to conduct the most elaborate and 
complete exposition of shoes and convention of shoe 
men that has ever been assembled. 

“On January 9, the Shoe Merchants’ Council will 
hold, at the Hotel Commodore, a testimonial banquet 
to John Slater, long known as the dean of New York 
shoe men, as a past president of the National Shoe 
Retailers Association and as a prominent figure in our 
organization, the Shoe Merchants’ Council. This testi- 
monial dinner shall be open to the entire industry, for 
John Slater is known to every shoe merchant and shoe 
manufacturer in the country. 

“To complement this great meeting of shoe experi- 
ence, we want to offer at this banquet messages from 
leaders in economic life. These messages, I believe, 
will be keynotes to shoe progress. They will be valua- 
ble working tools for every retailer and manufacturer 
to carry back to his office and shop. 

“After the banquet is over and after the speeches 
have been made, the Shoe Merchants’ Council will 
present a Style Show. On the Fashion Runway, 
gloriously-garbed mannequins will present the advance 





creations for Spring and Summer, designed by a group 
of quality manufacturers. It is expected that these 
styles will be the leaders in footwear fashion for the 
coming year. This fashion parade will be an oppor- 
tunity for the important shoe buyers of the country to 
examine quality and character shoes. This will be an 
opportunity, also, for the manufacturers to demonstrate 
the creative skill of their designers and stylists. 

“After the Fashion Show, a stage show will be given, 
presenting leading stars of radio, screen and stage. 

“Because of limited space, only 1300 shoe men may 
take part in the testimonial dinner to John Slater and 
in the subsequent examination of shoe styles. Already 
one-third of the tables have been reserved and, if mem- 
bers of the shoe trade are to be there, they must make 
reservations at once.” 

Mr. Laycock next introduced John J. Holden, man- 

[TURN TO PAGE 43, PLEASE] 










































ORES ie eae 




















LEOPOLD L. IMIG 
President of the National Shoe Travelers’ 
Association. 


LEOPOLD L. IMIG, president of the National Shoe 
Travelers’ Association, Inc., has issued to the member- 
ship his call for the annual convention, which will be 
held on Jan. 4 and 5 in the Hotel Statler, St. Louis. 
There will be, also, the usual meeting of the Board of 
Governors on the evening before the formal opening of 
the convention. This gathering of the Board will be 
held at 8 p. m., Jan. 3. 

The daily sessions of the convention will be called 
to order at 10 in the morning, with President Imig in 
the chair. Officers for the year will be elected at the 
second session and the loving cup given annually to 
the local association which has scored the largest gain 
in membership will be awarded. There are four of 
these associations, as this is written, running an almost 
neck and neck race. 

One of the most important fields of activity during 
the yeur has been that of securing employment for as 
many unemployed members as possible. This work, 
done through the office of Secretary-Treasurer T. A. 
Delany, has resulted in many connections satisfactory 
alike to manufacturer and salesmen. This office, fur- 
thermore, has been used to some extent by manufac- 
turers who have requested the association to check the 
records and recommendations of salesmen applying 
for positions on the road. 

The Claims Committee also has been busy during 
the year. Through the impartial arbitration proceed- 
ings conducted by these men, much threatened litiga- 
tion has been avoided between employer and employee, 
and solutions satisfactory to both have been arrived at. 
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Shoe Travelers to Hold Annual 
Convention 
in 
St. Louis 


Salesmen to Gather at Hotel 
Statler January 4 and 5, 
Preceding Fourth National 
Shoe Display, for Discussion 


of Membership, Code Ac- 
tivities and Other Problems 


of Mutual Interest 







THOMAS A. DELANY 
Secretary of the National Shoe Travelers’ 
Association. 


Another important report will be that covering prog- 
ress made at hearings in Washington on the proposed 
salesmen’s code. There have been a number of meet- 
ings during the course of the year, with both employers 
and employees represented. 

Another suggestion to be discussed during the course 
of the convention will be that of H. L. Ware, chairman 
of the Membership Committee. Mr. Ware proposes a 
special campaign for new members to be conducted 
under the auspices of the local associations. It is Mr. 
Ware’s plan to charge the members of these associa- 
tions with the job of sending to their local heads a 
list of every member of the shoe trade who is eligible: 
to membership, and that this list be used as the basis: 
of a campaign beginning as soon as the convention is 
adjourned and extending until the various lists have 
been thoroughly canvassed. Says Mr. Ware: 

“For your protection and the future of your Na- 
tional Association and your local association, send your 
list at once to your local. Show your loyalty and 
send the list.” ; 

The suggestion was first made by Chairman Ware at 
a recent meeting of the Chicago Shoe Trade Association 
and met with approval. 

As in years past, the railroads have agreed to sell 
round-trip tickets at a reduced rate. It will be neces- 
sary, however, for the delegates to get a so-called Con- 
vention Certificate at the point of starting, when the 
ticket is purchased. This will be validated at St. Louis. 
The association officers are looking forward to a large: 
attendance. 
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OTHER 
PEOPLES 


By HARRY R. TERHUNE 


IDEAS 


Field Editor, BOOT AND SHOE RECORDER 


ti esa is the use of having a 
big circus if no money 
comes in? It is the cash in the till 
that counts.” This is the way Mar- 
cus Rice, shoe merchandiser at the 
great Famous Barr store in St. 
Louis, sizes up the proposition of 
carrying permanent “loss leaders.” 
In these times of grading up and 
changing prices, here is a good tip 
from this well-known buyer on how 
to keep one’s finger on immediate 
buying trends. A daily record of 
retail prices is kept, then this is 
broken down into percentages for a 
monthly recapitulation. The stock 
on hand and on order is then 
checked in a similar manner to see 
that the right proportion is being 
maintained. The object is a prop- 
erly price-balanced stock which, in 
the opinion of this astute buyer, is 
fully as important as a well bal- 
anced stock from the style angle. 
One other big thing in merchan- 
dising is to find the exact price at 
which an article will sell best. 
Sometimes a 5c variation will kill 
the sale. Then he illustrated how a 
slipper priced at $1.65 did not 
show the right amount of action, 
but when it was repriced at $1.59, 
the sales showed an almost incred- 
ible jump. 


OP: 


Eine energetic manager of 
Brown’s Booterie in Chatta- 
nooga—F. M. Futrelle—has worked 
out his own plan of action. In fact, 
he had it typed out and was keep- 
ing it in his desk until by chance 
I saw it. It reads: 

“Get the facts back of the mer- 
chandise you are selling; get this 
story over to the salespeople; let 
them learn all there is to know 





Here are some interesting merchan- 
dising stunts that have proved suc- 
cessful in actual practice in retail 
shoe stores. The RECORDER's Field 
Editor picked them up in the course 
of his present travels through a wide 
area West and South. They are 
selected out of the experience of 
hundreds of merchants interviewed 
by Mr. Terhune, and the RECORDER 
passes them on as useful, practical 
case studies in modern shoe mer- 
chandising. .Some of them may fit 
your business and help you solve that 
problem that has bothered you. 
Sound ideas lead to success and 
profits. 





about every item in the store, for 
they are in direct contact with the 
trade; keep up sizes, especially on 
those shoes which are being spot- 
lighted; go after extra business that 
is to be had by doing something a 
little different from the usual run; 
develop originality and not copy; 
be a few steps ahead of the others; 
be sure all business getting ideas 
are simple so everyone understands 
them; be certain they are in keep- 
ing with good taste.” 


OPI 


OUIS FRIEDMAN, who man- 
ages the Reed Shoe Store in 
South Bend, Ind., manages to pick 
up quite a little extra business by 
meeting the salespeople in those 
ready-to-wear stores in town which 
do not have shoe departments. 
When he goes around on these vis- 
iting trips, he always carries a sup- 
ply of business cards. His message 
is that he can match up the gowns 
carried in the store which he is 
visiting. 
Now the proof is what is accom- 
plished. Friedman tells me that 


only a couple of weeks ago he out- 
fitted two bridal parties to shoes, 
selling 18 pairs in all to girls who 
had never been in his store before. 
Seven of these girls came in later 
and bought more shoes for street 
wear. Stores sending in trade like 
this are repaid by the boys in the 
Reed store reciprocating. Many 
transients come to South Bend, not 
only for the football games but 
trade from nearby towns and the 
regular run of tourists. Many of 
these people ask to be recom- 
mended to a good place to buy 
dresses, so the rest is easy. 


OPI 


FOOT HEALTH CLUB has 
been organized by §. J. Cun- 
ningham, manager of the Lane 
Bryant Shoe Department, St. Louis, 
which functions wholly within the 
store itself. The idea is to get all 
the salesgirls to wear and to rec- 
ommend the kind and type of shoes 
sold in this store. 
Going back to the old adage of 
a satisfied customer being a store’s 
best advertisement, Cunningham set 
out to make satisfied customers of 
the entire selling force of his store. 
The method used was both simple 
and unique. All girls who signed 
a slip saying that they would co- 
operate were immediately fitted to 
a pair of shoes of their own choice. 
These shoes were to be their own 
property without any cost to them 
whatever, if they introduced ten 
new buying customers to the shoe 
department within the next 30 days. 
In addition to the free shoes, the 
shoe department guaranteed to pay 
the regular store introductory com- 
mission of 50c on $8.50 grades and 
25¢ on $7.50 shoes which were 
sold on recommendation of the 
salesgirls. 
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Real action developed from the 
start, with the shoe department 
averaging to sell several extra pairs 
of shoes daily. A chart posted in 
the girls’ locker room keep them 
informed as to the daily progress 
of the contest. Cunningham finds 
the chart is a very good way of 
sustaining interest and of keeping 
the idea in front of the girls all the 
time. 


ori 


N the Baynham Shoe Store, Lex- 

ington, Ky., the old way of rack- 
ing shoes and the old way of taking 
off sizes has been entirely changed. 
Shoes are grouped together by gen- 
eral families. That is, all the 
brown Florsheims are sized in to- 
gether, then all the blacks on that 
same make. In women’s shoes, all 
black high heels are together, then 
the medium heels, followed by the 
low heels. This makes for quick 
selling, as a salesman knows imme- 
diately where all the size 9 Bs in 
brown shoes are. Or at least he 
can tell at a glance. 

When it comes to buying, sizes 
are taken off on a master sheet 
which shows all the browns in the 
house. Then a complete consolida- 
tion is made which shows all the 
sizes in the house of men’s and an- 
other of women’s shoes. This 
method is a good one by which to 
reduce stock. There is no Odd and 
End section when all are sized to- 
gether. These shoes are indicated 
by an “X” before the stock number. 
One “X” means a 25c P.M., two 
50c and so forth. Sizing shoes this 
way removes the stigma from the 
odd lots and is the most practical 
and surest way of cleaning them up 
in short order. 


Ort 
yes large shoe which found its 


way into LaMode’s window in 
Dallas, Texas, might have housed 
the old woman and her children, 
but, in truth, it is the result of an 
alert display manager’s planning. 
Anyway, the shoe was there and 
made an unusual display back- 
ground for new Fall shoes which 
this store began to feature early in 
August. The shoe was made of 
beaver board and stood on a beaver 
board standard, similar to a statue 
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and its base. The shoe was ap- 
proximately 4 ft. long and 3 ft. 
high and had a generous opening 
in the side which was painted white 
in contrast to the black of the rest 
of the shoe. In this opening, five 
pairs of Fall shoes were displayed. 
Around the edges of the shoe, new 
colors and lines were also seen. 


ori 
gest will outgrow shoes. 


Strange as it may _ seem, 
parents seem to forget that fact, 


af 


eo 
Lr I+ has been three months since you purchased 


your child’s shoes. 


Our 33 years experience tells us that they 
are not yet worm out, 


But growing children "s feet change so rapidly 
that sometimes in go days the fit is no longer 
perfect. 

So bring your child to our Children's Depart- 
ment and let us check the fit of the shoes. 





There, is no obligation whatsoever—nor is 
this an invitation to buy additional shoes— 
it is simply a reminder of our Size Check 
Service, which is a sincere effort on our part 
. to help you safeguard your children’s feet. 


BYCK’S diperimen 











even those who have the well being 
of their children very much at 
heart. Byck’s, in Louisville, has 
worked out a very effective re- 
minder. Three months after a pair 
of shoes has been sold to a grow- 
ing child, the parents receive a 
printed slip headed, “An Important 
Reminder.” It calls their attention 
to the fact that growing children’s 
feet change so rapidly that some- 
times in 90 days the fit is no longer 
perfect. 

The responsibility of designating 
who will receive these notices falls 
on the salesman who sells the shoes. 
He puts an X mark on the sales 
ticket, which indicates to the office 
that a card is to be made on this 
particular sale, relative to the Size 
Check Service. After that it is a 
routine matter for the girl in 
charge of the mail to send the no- 
tices at the proper time. 


oP| 
D ge of the best ways of keeping 


salesmen’s interest alive is 
through offering special prizes, 
Leslie Baynham of Lexington, Ky., 
finds. An offer of a complete out- 
fit of wearing apparel, suit, sox, 
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underclothing and shoes to the man 
selling the most odds and ends com- 
pletely cleaned out this section in 
short order. 

A similar offer to the man who 
made the greatest improvement in 
his selling over a given period 
brought about a tremendous effort 
which lasted for keeps. This did 
not mean just the selling of shoes, 
but the intelligent way and man- 
ner in which the trade was handled. 
Another contest having to do with 
the reading of Boot anp SHoE Re- 
CORDER is on. The man who can 
most intelligently discuss current 
issues of this publication is the win- 
ner. In the latter two cases, Mr. 
Baynham is the sole judge. 


OF! 


P in Hamilton, Ontario, the 

local U.C.T. chapter asked the 
Robert Wilson shoe store to donate 
them a pair of shoes to be used for 
a prize at their picnic. A. L. Wil- 
son could not see a great deal of 
advertising benefit through the do- 
nation of one pair of shoes, so he 
put this proposition up to the com- 
mittee in charge, which they ac- 
cepted: that the chapter hold a 
“Bachelor shoe race.” There were 
to be seven prizes, the winner get- 
ting a pair of $7 shoes free, the 
second man a pair of shoes by pay- 
ing one dollar, number three would 
pay two dollars, number four 
would pay three dollars, number 
five would pay four dollars, num- 
ber six would pay five dollars and 
number seven would pay six dol- 
lars. 

By having a race run under the 
name of the shoe which the store 
featured and by giving seven prizes, 
Wilson figured that he would get 
plenty of publicity. And he did. 
He put seven pairs of shoes on 
seven men who had never been in 
his store before, and he received 
$21 from these men, which came 
near paying for the cost of the 
shoes. 

All stores are broached by va- 
rious organizations selling space in 
programs. Recently one of these 
organizations came to sell ‘advertis- 
ing program space. Wilson said 
that the store would pay them 25 
per cent more than the regular 
charge if they would sell orders to 
their members. *. ae 





Regulation college basketball shoes that were hastily 
introduced into play and thus saved the day for the 
New York Giants. 


THEY think fast in professional football and the foot- 
ball championship of the world was won when Coach 
Steve Owen of the New York Giants pulled a bit of 
shoe strategy between halves in the final game with 
the Chicago Bears. 

The Polo Grounds was a frozen field on that final 
Sunday game. It was lumpy and icy and a frost 
sprinkled the grass with a fine powder, so that when 
a player took a skid, his face plowed a path that made 
the 35,000 fans wince in sympathy. 

Any follower of football, who has never seen a pro- 
fessional game, has no idea of the thrills that come 
with perfection of play and the brute force of making 
a tackle that is part of the player’s business. It is a 
profession rather than a sport. As time goes on there 
is a possibility of its supplanting college football, for 
the heart-thumping thrills it gives. 

But now for the story of how a change of footwear 
won a championship. The Chicago Bears gave the 
New York Giants a frightful hammering in the first 
half of the game and the score was 13 to 3 in favor of 


Ed. Danowski helped turn almost certain defeat into 
glorious victory with the aid of rubber-soled basket- 
ball shoes. 
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Rubber-Soled 
BASKETBALL 
SHOES 
WIN 
FOOTBALL 
CHAMPIONSHIP 


the Bears when they retired to the locker rooms at the 
end of the half. The New York Giants were bruised 
and weary from being bounced off the turf by the big, 
powerful Chicagoans. 

Coach Steve Owen realized that the game would be 
lost because his players couldn’t get a foothold. Their 
regulation cleated shoes slid all over the rock-frozen 
playing field. He made several calls, trying to connect 
with sporting goods stores and shoe stores to get more 
suitable footwear. Then, as the tale goes, the little 
tailor who repairs the gladiators’ uniforms suggested 
the rubber-soled basketball shoes in the locker rooms 
of Manhattan College. A frantic taxicab ride—and 
the rubber-soled shoes were hastily donned just as the 
whistle blew for the second half. 

The Giants held, while the charging Bears skidded 
on the frozen terrain, but when the Giants got the ball 
it was a different story. They began to outplay the 
Bears—for nothing could stop them in their charges 
down the field. In the furious fourth period, the Giants 
pounded out four touchdowns. Ken Strong, the great 

[TURN TO PAGE 36, PLEASE] 


All was lost in the final game for professional 

football championship of the world—until the 

New York Giants changed to basketball shoes 
and victory. 
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On to the Retailers Convention—January 6, 7, 8, 9, 10. 
On to the New Shoe Year—with plans for progress and profit. 


On to the Show—where the "400" leading shoe manufacturers 
will display Spring and Summer styles to 8,000 shoe buyers and 
merchants. 


No other city offers the merchant so much in fashion futures for 
a styleful Spring—it is indeed "The Isle of Inspiration." 


Merchants will buy and learn—in preparation for a better sea- 
son of sales. 


Manufacturers will show and sell—welcomed by N.S.R.A.— 
(without participation fee). 


All shoemen—tanners and supply makers—INVITED. 


All roads lead to the RETAILERS show at the Hotels Commodore 
and Biltmore — January 6-10th. On to New York! — Reduced 
Fares NATION-WIDE. 


MAKE RESERVATIONS IMMEDIATELY 
John J. Holden, Manager, Empire State Bldg., New York 


NATIONAL SHOE RETAILERS 24th ANNUAL 
CONVENTION and EXPOSITION — JAN. 6-10 N. Y. 


When writing advertisers please mention Boot and Shoe Recorder 
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Shoe Buyers 
and Merchants 
Coming to Retailers Show 


S. J. Brouwer 


S. J. Brouwer Shoe Co. Milwaukee, Wis. 


Louis Coplan 
Louis Coplan Elizabeth, N. J. 
M. Ginsburg 
Lansburgh's Washington, D. C, 
Louis Shapiro 
Boston Shoe Store Atlantic City, N. J. 


George P. Fox 

J. B. Wells & Son Co. Utica, N. Y. 

Ben Hirsch 

Ben Hirsch Shoe Store Shamokin, Pa. 
M. J. Lefkowitz 

Norton Retail Stores, Inc. | New York City 


Louis Cracco 
Louis Cracco Maplewood, N. J. 
H. Greenfield 
Jack & Jill Bootery Brooklyn, N. Y. 

J. Zeiger 

Jack & Jill Bootery Brooklyn, N. Y. 

Herman Fisher 
Fisher, Inc. Atlantic City, N. J. 
Joseph J. Daragan 
Lane's Danbury, Conn. 
M. L. Klein 

New York City 


Saul Gould 
Philip Gould Shoe Store Schenectady, N. Y. 


M. L. Klein 


Max M. Finkelstein 
Find's Boot Shop Greensburg, Pa. 


M. S. Cohen 
Parlor City Shoe Co. Binghamton, N. Y. 


Samuel Schoen 


Packard & Florsheim Shoe Shop NN. Y. C. 


Maurice J. Markell 
Markell's Corrective Footwear Brooklyn, N. Y. 


Thomas Webster 
Butler Brothers 


Ted Levine 


Chicago, Ill. 


Teddy's Shoes Cleveland, Ohio 


J. B. Stein 
The Capital Dept. Store Fayetteville, N. C. 





Hon. Alfred E. Smith Tells 
President Mittelman! 


Mr. M. A. Mittelman, President, 
National Shoe Retailers Association, 
Empire State Building, New York City. 
Dear Sir: 

You ask me, “Why should 8000 shoe merchants come to New York City 
in January for the 24th Annual Convention?” 

The answer should be simple and conclusive. 

lst. It is the country’s metropolis and as such is of the greatest interest 
to all visitors from every corner of the known world. 

2nd. It has the most complete hotel accommodations of any city in the 
country. 

3rd. It has the best and finest amusement places. 

4th. It has more points of interest within a short radius of its center than 
any other city. 

5th. Probably the most important consideration for your 8000 mer- 
chants is that, in the small compass of Manhattan Borough, they can 
get more ideas on style and merchandising than in any other place in 
the world. 

6th. Last, but by no means least, is its ready accessibility by land and 
sea and air. 

I trust I have answered your question. 

Sincerely yours, 


(Signed) Alfred E. Smith. 


EAST SIDE, WEST SIDE—ALL NEW YORK TOWN 
WELCOMES YOU 


December 7, 1934. 





Attention, Shoe Merchants 


“The BIG EVENT in Shoedom in 1935 will be the Annual Convention to be held 
at New York City, JANUARY 6 to 10. Our own JOHN SLATER, Chairman of our 
Board and who has devoted so many years UNSELFISHLY to the best interests of all 
shoe retailers in this State and in the United States, is Chairman of the Convention 
Committee.. It is a duty we owe JOHN SLATER to attend this convention and thus 
show him in a practical way the affection we have for him. Then, too, we will learn so 
much that we cannot afford to stay at home. 

Our Executive Council has authorized me to issue a copy of the following resolution 
it recently adopted: 

“Inasmuch as the New York State Shoe Retailers Association is officially affiliated 
with the National Shoe Retailers Association, and for the reason that our National 
Association has completed arrangements to hold its 24th Annual Convention and its 
customary exhibit of Spring shoe styles at the Hotels Commodore and Biltmore in New 
York City, the “Isle of Inspiration,” January 6 to 10, 1935, be it 

“Resolved, that the Board of Directors of the New York State Shoe Retailers Associ- 
ation extends to the National Shoe Retailers Association its sincere best wishes, as well 
as our loyal support, for the success of the coming convention and exhibit. We recog- 
nize the “Isle of Inspiration” as the shoe style center of the United States, and we urge 
all of our members to attend, and we recommend that our associate members, manufac- 
— and salesmen, so far as practicable and possible, be present and exhibit their new 
samples. ‘ 

(Signed) “Cartes E. Knox, Chairman, 
Ernest N. Park, T. ArTHUR COHEN, 
LEsLiE GARDNER, Wituram Pinceon, 
Executive Council, New York State Shoe Retailers’ Association.” 
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Convention Center For Retailers 
3022 Empire State Building, New York 
JOHN J. HOLDEN, Manager 
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Railroads Grant Unusual Reduc- 
tions in Rates for 24th Annual 
Convention 


HOW TO GET REDUCED FARE 


1. Buy your regular fare one-way ticket to 
New York City at your local railroad ticket 
office. 
: 2. Ask the local agent for a CERTIFICATE 
y for the National Shoe Retailers Association Con- 
q vention in New York City. If your local agent 
does not have this certificate, get receipt for 
t 4 ticket stamped with the date of purchase. RE- 
DUCED FARE WILL NOT BE ALLOWED 
' i UNLESS YOU GET THE CERTIFICATE OR 
STAMPED RECEIPT WHEN PURCHASING 
YOUR “GOING” TICKET FOR NEW YORK. 

3. Your certificate must be validated in New 
York City at the Convention headquarters, Hotel 
Commodore, before it can be used to purchase 
tl return ticket for one-third fare. The Validation 
Officer will be on duty at Convention headquar- 
ters on Jan. 6, 7, 8, 9, 10, 1935. 

4, After your certificate has been validated it 
must be presented to the ticket agent in New 
York City from whom you purchase your return 
ticket. Proper validation by the Validation 
Officer at the Convention headquarters EN- 
TITLES EVERY DELEGATE TO A RETURN 
TICKET AT ONE-THIRD FARE. 


TIME LIMIT ON TICKETS 


There are definite and strict limitations upon 
the dates these tickets must be used for the 
“going trip” and upon the length of time you 
may remain in New York before your return 
journey. 

Certificates or stamped receipts may be se- 
cured from your local agent at the time tickets 
are purchased for trip to New York, indicated 








‘ on “going” as long as they are validated by the 
special agent on Jan. 6, 7, 8, 9, 10 at Convention 
Lb headquarters. 


Tickets must be purchased up to and includ- 
ing Jan. 14 for return trip, but delegates will be 
allowed the privilege of reaching home by mid- 
night of the thirtieth day after leaving home. 










Shoe Buyers and Merchants 
Coming to Retailers Show 
A few more shoemen who have written to Headquarters 


saying, 'We shall be able to attend this great meeting of 
shoe factors on the "Isle of Inspiration." 


William M. Hiagins .....Cherry & Webb Co...... 


Fall River, Mass. 


Pe NORA eos sah ecg Hahne & Co.............. Newark, N. J. 
Charles T. Knapp........ Chas. T. Knapp.......... Ossining, N. Y. 
J. Russel White.......... Schoonmaker's .......... Newburg, N. Y. 
Charles E. Knox.......... Knox & Dispenza.......... Batavia, N. Y. 
Wm. E. Phillips........... Wh. H. Frear & Co., Inc... Troy, N. Y. 

M. Barnett .............. Barnett's Bootery ........ Rochester, Pa. 

S. J. Miller............. Miller's Shoe Store...... New Castle, Pa. 
Wm. F. Toher..........-. Conniff & Toher, Inc...... Oneida, N. Y. 
Jacob Greenwald......... Max Greenwald......... Kingston, N. Y. 
_T. Van Vranken........... Van The Shoe Man........ Glens Falls, N. Y 
John A. Schoenhals...... Schoenhals Shoe Store... .Dayton, Ohio 

D. S. Pollock............ D. S. Pollock............ Canonsburg, Pa. 
SEW ccicciccccees 1. S. Weil, Inc............ Youngstown, Ohio 
W. F. Deissler........... Bowman & Co............ Harrisburg, Pa. 
Louis Schoenberger ...... Louis Schoenberger...... Poughkeepsie, N. Y. 
Manager ...........e00. Willard Smart Shoes.... . Gloversville, N. Y. 
M. Rausmussen ......... «Rasmussen Bros. ......... Lake Forest, Ill. 
Geuting, A. H..........- A. H. Geuting Co........ Phila., Pa 

Joshua Kruchkow ........ Kruchkow's, Inc. ......... Brooklyn, N. Y. 

H. J. Dexter............. Dexter Shoe Co., Inc....... Corning, N. Y. 
Joseph T. Schaeffer...... Smith's Shoe Store, Inc.. . Patchogue, N. Y. 
Jack Goldberg .......... I. Goldberg & Son....... Port Chester, N. Y. 
Samuel M. LeVine........ Uncle Sam's Shoes, Inc... .. Paterson, N. J. 
Harry G. Brown.......... GOAN Gia co ccecc cect ies Jamaica, L. I. 
William Silverman ....... Boston Shoe Co........... Perth Amboy, N. J. 
Belle Briggs ............Strauss-Hirshberg's ...... Youngstown, Ohio 
Manager ............... L. Goldman Shoe Co...... Denver, Colo. 
Courtney W. Tolley....... The Rex Shoe Co., Inc.... Richmond Hill, N. Y. 
S. Badagliacca .......... Ped-Agree Shoe Co. ..... Paterson, N. J. 
Edward Friedman ........ A. |. Namm & Son....... Brooklyn, N. Y. 
Bertram A. Robinson ..... Steinbach Co. ........... Asbury Park, N. J. 
F. C. Felton ............. H. Weil & Bros........... Goldsboro, N. C. 
J. H. Sullivan............ W. M. Whitney & Co.....Albany, N. Y. 

Ben Hirsh .............-- WON, 0 cciccs navcasises Williamsport, Pa. 
R. C. Leonard........... Read Shoe Co............ Scranton, Pa. 
Leslie Gardiner ......... Gardner's Inc. .......... Oneonta, N. Y. 

A. D. Snyder............ Snyder's Walk-Over Shoe 

SINGS soe eae rKcawe) Hazleton, Pa. 
B. C. Schaffer.......... Schaffer's Shoe Store..... Amsterdam, N. Y. 
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New YORK—Opposition to the enactment of any 
uniform legislation concerning hours and _ wages, 
whether for thirty, forty, or any other number of hours, 
and support for the continuation of the Code system 
if industrial hours and wages are to be regulated, was 
expressed in a resolution adopted without dissenting 
vote at a special conference of the members of the 
National Council of Shoe Retailers, Inc., held at the 
Waldorf-Astoria in New York last week. 

The Council’s meeting, which was called by President 
Ward Melville and the Executive Committee of the 
Council for the purpose of considering future arrange- 
ments on wages and hours, legislation affécting retail- 
ing, and related matters, went on record as supporting 
the recovery program in general and “expressing 
especially its support of and confidence in the National 
Industrial Recovery Board,” headed by S. Clay 
Williams. 

The Council’s resolution on the regulation of hours 
and wages was as follows: 

“Resolved, that this council would regard the 
enactment of any legislation setting uniform hours of 
labor for all industries and trade as impracticable; that 
it record itself as favoring a continuation of the Code 
system for the regulation of hours and wages in pref- 
erence to any form of rigid legislation, expressing its 
belief that decisions on such regulation should be based 
upon the conditions existing in an industry or trade, 
and that it urge, in particular, for retail stores the 
continuation of a graduated scale of hours of labor 
based upon store operating hours.” 

At an all-day session which was very fully attended 
and which members described later as “of extreme 
timeliness and vital interest,” the Council heard in- 
formal “off-the-record” addresses by Dr. Paul H. 
Nystrom, vice-chairman of the National Retail Code 
Authority and Professor of Marketing at Columbia 
University, Dr. H. C. Metcalfe, Director of the Bureau 
of Personnel Administration, and Channing E. 
Sweitzer, Managing Director of the National Retail 
Dry Goods Association. 

Dr. Nystrom paid high tribute to Ward Melville, 
president of the Council, declaring that “Mr. Melville 
has put in enormous amount of time and intelligent 
effort, particularly as chairman of the Administration 
Committee which does some of the most important and 
most laborious work of the Authority. I do not know 
what the Code Authority’s activities would have been 
worth, in fact, without his presence and functioning on 
that Authority.” 
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To Study Store Labor Relations 


National Council of Shoe Retailers Con- 
venes, Reviews Progress and Plans for 1935 









1934 








Dr. Nystrom, in the course of his address, said: 

“During the last few years there has been much said 
about the possibilities of increased leisure. So far as 
my own experience goes, ever since the conversation 
began about increasing leisure, | found that in my own 
case and in the case of practically all of those with 
whom I am associated, we have had to work harder and 
longer than ever before!” 

Those in attendance at the meeting included: A. S. 
Beck Shoe Corp., M. L. Friedman, New York; Cannon 
Shoe Company, D. J. Bryan, Baltimore, Md.; Canti- 
lever Shoe Stores, Inc., Henry N. Morse, New York; 
Cort Shoes, Inc., L. J. Cort, Cleveland, Ohio; W. L. 
Douglas Shoe Co., Paul C. Wolfer, J. A. Holmes, 
Brockton, Mass.; Edison Bros. Stores, Inc., Irving Edi- 
son, St. Louis, Mo.; Elkind & Sons, Inc., S. Elkind, 
New York; Endicott Johnson Corp., Lawrence Merle, 
Endicott; The Felsway Shoe Corp., I. J. Davis, New 
York; Edward Friedman, Inc., Edward Friedman, New 
York; General Shoe Corp., W. M. Jarman, Nashville, 
Tenn.; Hirsch Shoe Company, Morris Hirsch, New 
York; Hurley Shoe Stores Co., Wm. G. Kingman, Rock- 
land, Mass.; John Irving Shoe Co., Inc., Jos. P. Levy, 
Boston, Mass.; Jacobson Bros, Robert Jacobson, Benj. 
Jacobson, New York; Geo. E. Keith Co., R. Hasbrouck, 
Campello, Mass.; G. R. Kinney Co., Inc., James Wright, 
George L. Smith, New York; The Krohngold Shoe Co., 
B. J. Krohngold, Cleveland, Ohio; Maling Bros., Inc., 
Mr. Maling, Chicago, Ill.; I. Mathes & Sons Shoe Co., 
Mr. Mathes, St. Louis, Mo.; Melville Shoe Corp., Ward 
Melville, J. B. Fitch, New York; Miller-Jones Co., F. 
A. Miller, Columbus, Ohio; Normal Shoe Co., Inc., L. 
E. Langston, Auburn, N. Y.; The Louis Ostrov Shoe 
Co., Louis Ostrov, Akron, Ohio; Reading Shoe Market, 
Inc., A. S. Potter, Philadelphia, Pa.; Regal Shoe Com- 
pany, E. D. Gould, W. H. White, New York; Regal 
Shoe Stores, Inc., Louis C. Rosenthal, New York; Mur- 
ray M. Rosenberg, Inc., D. Herman, New York; Selby 
Shoe Co., Roger Selby, Portsmouth, Ohio; The Schiff 
Company, R. W. Schiff, Columbus, Ohio; Sheppard & 
Myers, Inc., W. F. Cox, Hanover, Pa.; I. Simon Com- 
pany, Milton Simon, C. Gansler, New York; Spencer 
Chain Stores, Inc., Hyman J. Shaber, Boston, Mass.; 
Stetson Shoe Shops, Inc., Geo. L. Harger, So. Wey- 
mouth, Mass.; Truly Warner Stores Corp., Truly War- 
ner, Douglas Warner, New York; Wise Shoe Company, 
L. A. Schoen, Wilbur Hung, New York; Wohl Shoe 
Company, David P. Wohl, St. Louis, Mo.; Worth Shoe 
Company, E. E. Ryan, New York; Executive Secretary, 
Wm. Girdner, New York. 
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ON TO THE NEW YORKER 
Shoe Center of Convention Week 


JANUARY 6, 7, 8, 9, 10 - 1935 


Reservations are now open for N.S.R.A. Convention week. Start 
the New Year at the New Yorker and you start right. Special 
floors have been reserved for the exclusive display of footwear 
...the finest display rooms in the city...and serviced to expedite 
your convenience and the comfort of your merchant guest. 

The market center...adjacent to style district and a step away 
from the sources of leather and material supplies. 

New York's famous skyscraper hotel...43 stories high, 2500 
rooms. Every guest room has radio, both tub and shower. Servi- 
dor, circulating ice water. Four popular priced restaurants, in- 
cluding Coffee Shop. Located at 34th Street and 8th Avenue, 


with tunnel to Pennsylvania Station and subways. 


RATES: Single Room...$3, $3.50, $4, Room for two persons, with twin beds... 
$4.50, $5, $6, $7, $8 and $10. $6, $6.50, $7, $8, $9, $10 and $12. 


Room for two persons, with double bed F 
: Suites...$8, $10, $12, $16, $18, $20 and $25. 
_..$4.50, $5, $6, $6.50, $7, $8, $9, $10 Suites--$8,$ saetiensiianees 


and $12. Sample Rooms...$5, $7 and $9. 


HOTEL NEW YORKER 


34th ST. AND EIGHTH AVE., NEW YORK CITY + RALPH HITZ, President 





When writing advertisers please mention Boot and Shoe Recorder 
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“How nice 


they look inside!” 


retailers know 
that the inside as well as the 
outside of a shoe must be neat 


and trim in appearance. 


Du Pont Pontan Quarter Lining, 
because of its uniformity and 
practical working qualities, is at- 
tractive in appearance and will 


impress the customer favorably. 


It is furnished in white, gray, fawn 


and other appealing colors. 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 


When writing advertisers please mention Boot and Shoe Recorder 
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NATIONAL NEWS 


Page 35 


What's Doing In the Shoe World 


SATURDAY, DECEMBER 22, 1934 





Ask for License System 


Shoe Manufacturers Association of Canada Urges Control 


MoNnTREAL—Government control, but 
without official interference, was sug- 
gested as a means of realizing fair 
conditions in the shoe trade, by John 
J. McHale, London, Ontario, president 
of the Shoe Manufacturers Association 


of Canada, at the annual meeting in. 


the Windsor Hotel, Dec. 11, at which 
Wilfrid Gagnon of Montreal was 
elected president for the ensuing year. 
So as to improve conditions in a man- 
ner that would eliminate the unfair 
competitor he proposed that the Gov- 
ernment establish a system of licensing 
manufacturers and obliging them to 
produce a copy of their annual report 
when they apply every year for a 
renewal of the permit, which could be 
revoked at any time for cause. He 
said in part: 

“A first step in a policy of more 
effective policing of industry in the 
general interest must be the establish- 
ment of a system of licensing of manu- 
facturing establishments. Such licenses 
should be subject to cancellation for 
cause, at the discretion of the Govern- 
ment and should be subject to annual 
renewal. In modern business, prac- 
tically all industrial units buy ma- 
terials and supplies on credit and 
businesses which are operated on an 
unsound basis are a menace to the best 
interests of the community and may 
cause widespread hardship and dis- 
tress. It would seem, therefore, to be 
a reasonable requirement that every 
application for a license and every ap- 
plication for a license renewal be ac- 
companied by an audited statement of 
the applicant’s assets and liabilities 
and a profit and loss and trading ac- 
count statement for the last calendar 
year or for the applicant’s fiscal year 
most nearly approximating the last 
calendar year. 

“The Shoe Manufacturers’ Associa- 
tion of Canada recently has submitted 
representations to the Governments of 
Ontario and Quebec, asking that the 
Provincial authorities insitute a system 
of licensing of manufacturers which 
would place the Governments in a 
position to require adherence to fair 
standards in dealings with employees, 


the retail trade, and the public. In this 
connection, trade associations can as- 
sist in the formulation of certain 
standards of fair trade practices. By 
adoption of the Collective Labor Agree- 
ments Extension Act, the Government 
of the Province of Quebec has accepted 
the principle of enforcing, even against 
the opposition of a minority, certain 
regulations which the preponderant 
majority are willing to adopt as fair 
and equitable and which the Govern- 
ment, as referee and representative of 
the public, approves as desirable in the 
interests of the community. 

“We propose that the Government 
enact legislation empowering it to ap- 
prove and extend as applicable to all 
units in any industry agreements in 
regard to fair trade practices, govern- 
ing the relations between manufactur- 
ers and their employees, their custom- 
ers and the public, when the Govern- 
ment is satisfied that such agreements 
are in the public interest. ‘All such 
agreements submitted for Government 
sanction and extension should be re- 
quired to be made public, which would 
ensure thorough analytical and critical 





DATES TO REMEMBER 


Twenty-Fourth Annual Convention of Na- 
tional Shoe Travelers Association, Inc., 
Statler Hotel, St. Louis, Mo., 

January 4-5, 1935 

National Shoe Retailers Association An- 
nual Convention, Hotel Commodore, 
New York City Jan. 6, 7, 8, 9, 1935 

Fourth National Shoe Display, National 
Boot and Shoe Manufacturers Asso- 
ciation, St. Louis, Mo....Jan. 7, 8, 9, 1935 

Northwestern Shoe Retailers Regional 
Association Annual Meeting, Hotel 
Radisson, Minneapolis, Minn., 

} Jan. 13, 14, 15, 1935 

Michigan Retail Shoe Merchants An- 
nual Convention, Hotel Pantlind, Grand 
Rapids Jan. 20, 21, 22, 1935 

Middle Atlantic Shoe Retailers Associa- 
tion, Atlantic City...Jan. 21, 22, 23, 1935 

Indiana Shoe Buyers Week, Claypool Ho- 
tel, Indianapolis ....Feb. 10, 11, 12, 1935 

Texas and Oklahoma Shoe Retailers Asso- 
ciation Convention, Fort Worth, 

Feb. 4, 5, 6, 7, 1935 





study by the community as well as by 
those more immediately interested, and 
the Government’s sanction could be 
withdrawn if at any time it be found 
that the agreements be operating un- 
fairly or to the detriment of any 
legitimate interest. 

“The Provincial Governments have 
been advised that in addition to enter- 
ing into an agreement establishing a 
reasonable scale of minimum wages, 
the members of The Shoe Manufac- 
turers’ Association of Canada are pre- 
pared also to negotiate an agreement 
or agreements with the retail trade 
establishing a policy of fair trade 
practices to govern the relations be- 
tween the manufacturers and their 
customers and to formulate and sub- 
mit for the consideration of the 
Government a program of fair trade 
practices in which the general public 
will be directly interested. If our 
suggestions be adopted, this program 
will include the compulsory marking 
of all shoes offered for sale with the 
name or the license number of the 
manufacturer as a means of identifica- 
tion for the protection of the public.” 


Baltimore Retailers Organize 


BALTIMORE, Mp. — The Associated 
Shoe Retailers of Baltimore, Inc., with 
a membership of 95 per cent of the 
shoe retailers here, have been organ- 


a for the betterment of conditions 


or the retailers of Baltimore. The first 

meeting was held at the Baltimore 
Chambers of Commerce Bldg. and the 
following officers were elected: 

F. Lee Regan, president; M. Niedel, 
vice-president; Simon Molofsky, secre- 
tary; Bernard J. Rosenblatt, treasurer; 
Leon A. Rubenstein, counsel. 

Board of Governors: Max Meyers, 
chairman; Charles Engnoth, Ben N. 
Kobin, Morton D. Goldfinger. 

Accomplishments of the organization 
thus far include: (1) Distribution of 
relief shoe business over the entire city 
of Baltimore on a cash basis for the 
benefit of all the merchants of our city. 
(2) Having wholesalers sell merchan- 
dise wholesale only. (3) The abandon- 
ment of the practice of peddlers com- 
ing direct to schools and-selling shoes 
and tennis footwear to the children, 
thereby depriving the shoe merchants 
of the business. 











Carl E. Schmidt Dead 


Tanner Pioneer Was 76 Years Old 


Detroit.—Carl E. Schmidt, veteran 
figure in the American leather busi- 
ness, died Wednesday, Dec. 12, from 
a heart attack, after an illness of 
only a week. His two surviving daugh- 
ters were with him at the end. He died 
at his home, known as Valhalla, at 
Oscoda, Mich., two hundred miles north- 
east of Detroit on Lake Huron. 

He was born in Detroit in 1858, the 
son of Traugott Schmidt, who migrated 
to this country with political refugees 
from Germany in 1849. The tradition 
of liberalism which prompted this mi- 
gration was a leading factor in form- 
ing the character of Carl E. Schmidt. 





Carl E. Schmidt 


He learned the tannery business in 
his father’s old factory in Detroit, and 
went into business for himself after his 
father died in 1897, forming the Carl E. 
Schmidt Leather Company in _ part- 
nership with his brother, Traugott 
Schmidt, Jr. 


Schmidt added a clause reserving the 
mineral rights on all such lands sold, to 
the State in perpetuity; oil and gas 
rights alone now produce an income of 
$1,000,000 to the state from this clause. 

Fifteen years ago he moved from 
Grosse Pointe, exclusive Detroit suburb, 
to his estate of Valhalla, which con- 
sisted of 10,000 acres of land. He 
maintained an elaborate experimental 
farm of one thousand acres here in his 
later years. He gave $35,000 to estab- 
lish Shurly Base Hospital No. 36 in 
France for the A. E, F. 

Mr. Schmidt was president of the 
National Council of the Steuben Society 
of America; and a member of the 
Masonic Order, Detroit Club, Concordia 
Singing Society, Harmonie Singing So- 
ciety, Detroit Country Club, Old Club, 
Detroit Yacht Club, and Detroit Ath- 
letic Club. 

He is survived by two daughters, 
Mrs. Ida Moran and Mrs. Alice McRae, 
both of Oscoda, and eight grandchil- 
dren, and one sister, Mrs. Ida Marvin, 
of St. Louis. His wife, the former Alice 
M. Candler, died in 1918. 


Succeeded by N. J. Schorn & Co. 


N. J. Schorn of N. J. Schorn & Co., 
Detroit, successors to Carl E. Schmidt 
& Co., formerly of the same city, with 
whom he was affiliated in the capacity 
of tanner, executive, and general man- 
ager almost since its inception, notified 
his New England representative, John 
Greenberg, of the passing of Mr. 
Schmidt, one of the foremost tanners in 
the United States for over fifty years, 
and Mr. Greenberg said: 

“Mr. Schmidt was the leader in the 
development of chrome Russia calf in 
this country, and his period of progres- 
siveness had much to do with bringing 
the tanning of American calf leathers 
to the fore all over the world. 

“Shoe manufacturers, retailers and 
affiliated trade will be deeply grieved to 
learn of the passing of this great figure, 
who did so much to bring the leather 


He was a leading public-spirited# industry to the pinnacle of achievement. 


citizen of the elder generation in De- 
troit and Michigan. A close friendship 
with the late Governor Hazem S. Pin- 
gree, former shoe manufacturer, re- 
sulted in appointments on many com- 
missions by various governors and pub- 
lic officials. He was a member of the 
Metropolitan Police Board under Pin- 
gree, 1892-1894; of the State Board of 
Arbitration 1897-1898; of the first De- 
troit Municipal Street Railway and 
Mediation Commission, beginning in 
1899; which laid the foundations for 
Detroit’s municipal railway, the largest 
municipal system in the country; and 
the Commission on State Tax lands, 
Forestry, and Natural Resources, 1907. 

He prepared a bill as a result of this 
Commission, which has saved millions 
for the state. In an attempt to reclaim 
six million acres of forest lands which 
were in default years on taxes, the 
State Forest system was set up, and 


Mr. Schmidt rose from a small begin- 
ning to become one of the largest and 
foremost producers of high-grade calf 
in the United States. His fighting 
spirit and great genius which en- 
abled him to accomplish such splendid 
achievements will be missed by all who 
knew him. He was loved by all for his 
generous and cooperative spirit, and 
his passing will leave a gap in the in- 
dustry which will be difficult to fill.” 





James L. Overton 


PatcHocugE, L. I., N. Y.—James L. 
Overton, a retired shoe salesman, who 
for almost a quarter of a century trav- 
eled throughout the country, represent- 
ing New York City concerns, passed 
away here at his home after a pro- 
longed illness. He was well known in 
the shoe trade. He is survived by his 
wife and two sons. 
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Hart With Menihan 


RocHESTER—J. G. Menihan, presi- 
dent of The Menihan Company of this 
city, announces that Percy E. Hart has 
been appointed New York representa- 
tive of the company, with offices in the 
Marbridge Building, where considerably 
larger quarters have been opened. Two 
new lines have been added to the 
already well-known Arch-Aid line, one 
a lighter weight shoe made on the Lit- 
tleway Process to retail at $6.50 and 
which will be stocked after January 
1; and the second, welted sport shoes 
for spectator wear to retail at $7. Mr. 
Hart formerly was vice-president of 
Cammeyer and more recently with Car- 
done and Baker. He has been given 
an honorary membership in the New 
York State Retailers’ Association, and 
is also an honorary president of the 
Shoe Merchants’ Council. 


Basketball Shoes Win 
Championship 
[CONTINUED FROM PAGE 28] 


punter, ignored the soft-toe basketball 
shoes and converted the points after 
each touchdown. His toes were black 
and blue—pretty much the worse from 
kicking, but the game was won—New 
York Giants 30, Chicago Bears 13. 

The moral to the story is that these 
ground-gripping rubber-soled basket- 
ball shoes may now become standard 
equipment (with some changes) for use 
in football on frozen ground. 

Footwear again played a great part 
in a great game. 


The North Wind Doth Blow 
[CONTINUED FROM PAGE 15] 


with them almost as enthusiastically 
as they adopted shorts for the Sum- 
mer. And this Winter no active per- 
son’s wardrobe will be complete with- 
out one such “play” outfit. 

At the European Winter resorts 
they are introducing navy blue ski 
shoes to go with their navy suits, or 
white shoes to go with their white ac- 
cessories. But these, of course, are 
highlights. The black ski boot re- 
mains the standard equipment and if 
you can’t get a little business in a 
sturdy boot of this kind, when the 
snow begins to fly, you may be missing 
a bet. 

And take galoshes. Not since ga- 
loshes first went fashion-conscious and 
sold as novelties has storm footwear 
gotten such active early interest. The 
fur-trimmed boot, which sold last year 
only in the extremely cold sections, is 
already reported a general success. 
Women are Winter-minded again and 
fur-trimming appeals to them. Best’s 
in New York are featuring a velvet, 
rubber-soled “Carriage Boot” bordered 
with fur. Rubber galoshes (and also 
fabric galoshes) with lapin trimming 
are widely promoted. And the new fur- 
topped Russian boot (shown in the 
photographs) is stopping the traffic on 
Fifth Avenue. 





















































ORES BG see Le 





1400 large rooms...each 
with bath (tub and shower) 
servidor and radio... from 


$950 $950 


TWO-ROOM SUITES...from $7.00 
SAMPLE ROOMS... from $5.00 
Special Rates For Longer Periods 


FRANK W. KRIDEL, Managing Director + JOHN T. WEST, Manager 


Hote @& LINCOLN 


44TH TO 45TH STREETS AT 8TH AVENUE - NEW YORK 
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oy a 4 STAR HOTEL 


in New York 


Madison Square Garden. 


w for QUIET SLEEP...Our 32 stories 
of fresh air and sunshine assure 
you quiet rest. Simmons beds as 
sure you comfort. 


1934 
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You Repeat Your Profits with 
‘4A merica’s Finest Comfort Shoes”’ 












































PATTERNS TO ASSURE 
%& for BUSINESS...1 block from prensa SWUGAT AT ANSE 
Times Square, 3 blocks from Sth 
Ave. 8 minutes to Wall St. Under- 
ground passageway toall subways. CELASTC TOE BOX Sees eee 
FOUND ONLY GENUINE PIG LEATHER 
IN HIGHGRADE COUNTER 
* for DINING...3 fine restaurants psig 
to choose from—the Coffee Room, ° 
the Tavern Grill and Bar, and the SCIENTIFIC SEWED 
Main Dining Room, with dancing. ene 
% for RECREATION...69 fine thea- 
tres within 6 blocks. 1 block from HOMICOME | VENTILATED NEW SPRING 100% NAIL-LESS HEEL 
Broadway...4 short blocks to ‘ASSURES COMPLETE "Constant fee Am” ye lpn berths dy 
VENTILATION CIRCULATION TO EVERY STEP PUNCTURE FOOT 


























The RIGHT FEATURE shoe which has undergone the acid test of 
several years manufacture will produce REPEAT PROFITS for you. 
Nu-Matics with their patented, scientific, 
features are virtually non-competitive. 
6 Men's and Women's Shoes. 
Beware of Imitations 
PRIVATE DINING ROOMS OF ALL 


SIZES FOR DINNERS AND MEETINGS 


“cushion” and "nail-less” 
Send for our Catalog of 


ROHN SHOE MFG. CO. 
512 W. Florida St., Milwaukee, Wis. 


Un Matic 








CUSHIONED SHOES 








Boot and Shoe Club 
Holds Ladies' Night 


BostoN—The Boston Boot and Shoe 
Club held its annual Ladies’ Night din- 
ner at the Hotel Statler on the evening 
of December 3. Following the dinner 
there was community singing led by 
William E. Doyle, of Brockton; and a 
lecture illustrated by full color motion 
pictures taken in the Canadian Rockies 
by the lecturer, Dr. Charles H. Tozier, 
of Winchester, Mass. Dancing con- 
cluded the evening’s entertainment. 
President M. P. Gaddis presided over 
the meeting; and there was a Ladies 
Auxiliary Committee, consisting of Mrs. 
Maxwell P. Gaddis, Mrs. Carl F. Dan- 
ner, Mrs. Charles T. Cahill, Miss Helen 
M. Haney, Mrs. V. K. Cameron and Miss 
Gertrude H. Belcher. 


October Production Increases 


WASHINGTON, D. C.—The total pro- 
duction of footwear in factories report- 
ing for October of this year was 
slightly in excess of the total for Sep- 
tember, the increase being about 225,- 
000 pairs, bringing the October total to 
28,199,943. This compares unfavorably, 
however, with October, 1933, during 
which month 31,455,461 pairs were 
made. The January-October period 
this year shows an increase of three- 
tenths of one per cent over the same 


period in 1933. These figures were re- 
leased by the Bureau of the Census. 

Production figures for these same 
ten-month periods show the following 
increases and decreases this year as 
compared with 1933: 

Men’s dress shoes, —0.7; men’s work 
shoes, 10.6; boys’ and youths’, —13.8; 
women’s, 0.7; misses’ and children’s, 
1.5; infants’, —0.8; athletic, —5.2; 
part leather and part fabric, —16.2; all 
fabric (satin, canvas, etc.) —14.1; all 
leather slippers and moccasins for 
house-wear, 9.3; part leather slippers 
(felt, etc.), 1.8; and barefoot sandals 
and all other footwear, 0.2. 


PRODUCTION OF BOOTS, SHOES, AND 
SLIPPERS, OTHER THAN RUBBER 


OCTOBER . 1934 








Boston Travelers to Elect 


Boston—Saturday, December 22, has 
been chosen as the date for the annual 
meeting of the Boston Shoe Travelers’ 
Association, of which George A. MclIn- 
tire is president. The meeting will be 
held following a luncheon to be served 
at 12:30 sharp. Officers to be elected 
include president, vice-president, sec- 
retary-treasurer and two members of 
the board of directors. The official no- 
tice of the meeting asks all members 
unable to attend to send their opin- 
ions on the two following questions: 

“No. 1—Shall the Boston Shoe Trav- 
elers’ Association continue to hold mem- 
bership in the National Shoe Travelers’ 
Association, Inc., or operate as an in- 
dependent association? 

“No. 2—Shall the Boston Shoe Trav- 
elers’ Association incorporate under 
the laws of Massachusetts?” 

Present officers of the association, in 
addition to President McIntire, are Guy 
E. Small, vice-president; William Noll, 
secretary-treasurer; and William W. 
Brandt, A. P. Richards, James G. Lun- 
ney and James McHugh, members of 
the Executive Committee. 





Damaged by Fire 


JACKSON HeicutTs, L. I., N. Y. — 
The Cantilever Shoe Shop, located at 
86-23 Roosevelt Avenue, was damaged 
recently by fire that swept the estab- 
lishment as well as adjacent buildings. 
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Attractive Slipper Display 


SALT LAKE City, UTAH—The Paris 
Department Store, 28 East Broadway, 
are capturing volume Christmas gift 
slipper sales by means of erect displays 
which feature a pair of slippers with- 
in each square. These frame the de- 
partment and display 500 slippers. 
Lighted wall display cases also concen- 
trated the attention on slippers for 
Christmas gifts. 
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Educates Customers Concerning 
Leather 


ALLENTOWN, Pa.—Farr Bros., well- 
known local shoe merchants, with 
stores in Allentown and Bethlehem, be- 
lieve in educating the customer on the 
leather in shoes. Recently the Allen- 
town store conducted a successful pro- 


| motion of seal leather shoes, tying up 


newspaper advertising on shoes of this 
fashionable and practical leather with 
an interesting and very striking win- 
dow display, featuring a stuffed baby 
seal from the Arctic Zone. 

“Only one person out of every 5000 
may have a pair of genuine seal shoes,” 
the caption of one of these advertise- 
ments declared. The ad pointed out 
that seal hunting is regulated by inter- 
national law and is limited to only one 
month in the year. 

“That’s why the supply of genuine 
seal leathers is so limited,” the adver- 
tisement continued, “and why only one 
person in 5000 can have a pair of gen- 
uine seal shoes this year. Placing our 
orders early, we were fortunate in se- 
curing a fine selection of genuine seal 
shoes for men, women, senior misses 
and children. You’ll like them because 
they need no ‘breaking in,’ and because 
they are non-scuffing, long-wearing, 
soft, pliable, fashionable, economical.” 

Charles Graham is advertising man- 
ager for Farr Bros., whose stores are 
among the most enterprising retail 
shoe establishments in this section and 
frequently sponsor publicity of a novel 
and original character. 


Store 
Changes 


Paul's Open New Store 


Kansas City, Mo. — Paul’s have 
opened a new shoe store at 1012 Wal- 
nut street. This makes the seventh 
store in the group which operates in 
Texas and Oklahoma under the name 
of Paul’s, Inc. This is the only store 
outside of these states. Owners of the 
company are Jake Mossiker, president, 
and Arthur Voekel, secretary-trea- 
surer. J. Frank Zaner is manager of 
the new store here. Mr. Zaner has 
been with the organization four years 
and was manager of the store in Fort 
Worth, Tex., before coming to Kansas 
City. 

Women’s shoes at $5 and $6; hosiery 
and bags are carried in stock. 


Takes Over Arch-Aid Shop 


PROVIDENCE, R. I.—R. T. Sullivan, for 
more than 20 years associated with the 
shoe business, has become proprietor of 
the Arch-Aid Shoe Shop, 236 West- 
minster Street, this city. Associated 
with him is L. E. Hayden, a specialist 
in making shoe adjustments. Mr. Hay- 





den was formerly associated with this 
business when under the direction of 
the late C. E. Tompkins. 

The business has previously been 
known as Whitmore’s Arch-Aid Shoe 
Shop and has been managed by Dr. 
Louis Goldberg. 


Mississippi Store Reorganizes 


JACKSON, Muiss.—Buckley’s Shoe 
Store has been reorganized with Bev- 
erly A. Covington as sole owner. E. G. 
Covington has retired from the firm. 
Howard E. Douglas is now assisting 
Mr. Covington in the operation of the 
store. In conjunction with the change 
in management, the name of the old 
firm, Buckley’s Shoe Store, Inc., has 
been changed by dropping the “Inc.” 
The store is now operating on a cash 
basis and will continue to feature 
women’s and children’s medium grade 
shoes together with hosiery. 


Fall River Stores Modernized 


FALL RIveR, MAss.—Monquin & Fon- 
taine, retailers, have completed their 
new, modernized store front at 112 S. 
Main Street, which gives them better 
chance for fine window displays and 
which has attracted some fine comment 
from their customers. Morris Teacher, 
manager, is inclined to believe that the 
new store front is going to be a good 
advertisement because it attracts peo- 
ple and brings new customers. 

The Modern Shoe Store, also of this 
city, has moved into a fine new store at 
178 S. Main Street, where both exterior 
and interior are modernized and re- 
modelled. 


New Buyers on Coast 

Los ANGELES, CALIF.—Frank Baker 
who has been assistant buyer at the 
Broadway Department Store in Holly- 
wood has been appointed buyer for 
women’s shoes. Mr. Baker has been 
with the store three years. 

L. R. Caldwell, who was buyer in the 
main store at Fourth Street and 
Broadway, has taken a position as 
buyer for Hale Brothers at San Fran- 
cisco. 


Opens Second Store 

DetroiIt—Al Gould, proprietor of 
Gould’s Family Shoe Store at 3901 
Fenkell Avenue, Detroit, has opened 
his second store at 6232 W. Fort 
Street. This is also a family store, 
but specializing in women’s novelties. 
The section in which this store is lo- 
cated is rapidly becoming one of the 
best business spots in the city. The 
store is in charge of Al Gould, while 
his brother, George, takes care of the 
Fenkell store. 
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Women's Club on Foot Care 


New YorkK—A campaign for foot 
health was launched at a luncheon 
meeting of the Committee on Better- 
Foot-Care of the Woman’s Health 
Federation of America, held at the 
Hotel Astor on Dec. 5. 

Mrs. G. Zeth Brooks, president of 
the association, led the interesting talks 
on the proper care of the feet. Speakers 
were Dr. George Smith, chairman, 
Scientific Committee, New York State 
Pedic Society; Dr. McAllister and 
Charles Lippincott of Coward Shoe 
Company. An address by Dr. James 
A. McLeay, M.D., was also read to the 
considerable audience of women and 
men interested in furthering foot 
health. Dr. McLeay said: 

“It has been found that listlessness, 
restlessness and irritability occur often 
because of tortured feet. It is impos- 
sible for the foot sufferer to remain 
tranquil or efficient under the strain 
produced by aching feet. It is because 
of this that the physician of today, 
when confronted with aggravated 
mental or psychopathic conditions, 
looks to the condition of the feet along 
with other causative factors which may 
be present. 

“Foot troubles very often have their 
effect in spoiling otherwise attractive 
features. Furrows between the eyes 
are largely caused by consistently ach- 
ing feet. Your best cosmeticians real- 
ize this, which explains the reason for 
pedic massages as a pre-requisite for 
beauty treatments. A pinched face 
may readily be the outward sign of a 
pinched foot; a tired look may well 
betoken tired feet. 

“Foot health consciousness must be 
directed toward a definite foot hygiene 
education which will include foot exer- 
cises, foot bathing, foot examinations, 
plus the adoption of proper footwear. 
In this way will women obviate the 
many forms of foot torture.” 


What's 
Selling 


Monograms Free 


PROVIDENCE, R. I.—Pump monograms 
are being offered free with the pur- 
chase of each pair of pumps at Gil- 
more’s, retail shoe store. This little 
promotion has been going on for about 
six weeks, and the management reports 
good sales volume. 

Some women who would not other- 
wise find interest in these pumps are 
interested in the monogram idea, they 
say. They are shown in a fine win- 
dow display and are featured by store 
salesmen. 


5-Eyelet Ties at Jesberg's 


Los ANGELES, CALIF.—Shoes in which 
a woman can walk and walk with com- 
fort and pleasure, smartly ‘tailored, 
durable looking oxfords, are being 


stressed heavily at Paul Jesberg’s 
Walk-over store, 716 S. Broadway. Low 
leather heels of course entered into the 
picture 100 per cent. 

Among the most popular numbers in 
the group are a 5-eyelet tie, black or 
brown kid; a perforated glove calf tie 
of black; a perforated glove calf oxford 
in brown, and a real English walking 
shoe or brown grain calf, welt sole and 
built-up heel. 


Low Heeled Evening Slippers 


DETROIT — Low-heeled tendency in 
evening slippers is becoming more and 
more prominent, according to Frank 
Wood, stylist, with Fyfe’s store here. 
The taller women, in particular, are 
turning to the new low styles, which 
they consider more flattering in view 
of prevailing gown styles. 

Another trend toward gold slippers 
for evening wear is becoming evident, 
to such an extent that gold is serious- 
ly rivalling the always popular silver 
for supremacy, Mr. Wood noted. 


80 Per Cent of One Pattern 


HoOLLYwoop, CALIF.—Eighty per cent 
of the great number of shoes sold by 
R. Lee Taylor in his Nettleton Shop at 
Roos Brothers’, fashionable men’s store 
here, are of one pattern. Over the 
whole year just past that pattern con- 
stituted 62 per cent of the sales. 

The shoe, built over a New York 
last, with a high spade shank, made 
quite largely of heather grain leather, 
either black or brown, has kept up in 
demand better than any shoe he has 
sold in more than fifteen years in the 
shoe business, Mr. Taylor states. 

Mr. Taylor is also experiencing a 
very heavy demand this Winter for 
sheep lined slippers in the natural 
leather color, selling at three dollars 
a pair. These slippers sell at sight, 
he states, partly because they look 
warm and December and January 
nights in southern California are 
plenty cool compared with the days 
making this type of morning and 
leisure footwear popular with Holly- 
wood’s good dressers. 


Window Posters Effective 


PROVIDENCE, R. I.—Two oblong, col- 
ored posters, one placed in each of the 
front display windows at the Nisley 
shoe store, Providence, R. I., have been 
instrumental in bringing good hosiery 
volume to the store. Mathew Oliver, 
manager, originated the idea to catch 
the attention of passers-by. The sign 
is placed against the rear wall of the 
display window, and is placed at the 
nearest point to the street so that it is 
in a position to be seen. 

Hosiery sales at this store are larger 
than for the past year, Mr. Oliver re- 
ports, and he is anticipating a fine 
volume during the next few weeks. 
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BOWLING SHOES 


PRICE 
Women’s Oxfords— 
$2.25 5¢ less 
Combination Sole 
Right Foot 
Rubber Sole 
Rubber Heel 


Left Foot 
Buckskin Sole 
Rubber Heel 


BROOKS SHOE MFG. CO. 
Swanson & Ritner Sts., Philadelphia 


Men’s 
$2.35 
No. 224 
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JUSTIN BOOTS 
Famous Since 1879 
A STOCK AND CUSTOM MADEN 
Riding, Cowboy and Lace Boots 
Write for Catalog X 


H. J. JUSTIN & SONS, Inc. 


‘ORT WORTH, TEXAS 





LARGEST 
BOOT STOCK 


in America 
Domestic and Imported 
For Immediate Delivery 


Men, Women & Children’s 
Boots for Riding 
Field, Hunting, Aviation 
Also Jodhpurs & Jodgores 
Complete Catalog 
R-7 on Request 


~ COLT 
CROMWELL CO. 
1239 Broadway 
New York City 








\ RIDING BOOTS 
IN-STOCK 
For Men, Women and 
Children—also 
Jodhpurs and Field 
Boots. 


Write for catalog. 


=~ a. CONN 
SHOE co ee 


H BRAINTREE 








Children's Footwear 





MBS. BAY’S IDEAL BABY SHOES 
: infants’ Soft Seles...0-3 
Intermediates ....... 1-5 
Flexible Hard Seles. .2-8 
Send for In-Btock 
Catalog 
MRS. DAY’S IDEAL BABY 
Leoust St. Danvers, Mass. 
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Men's and Women’s 
Slippers 
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EVANS’ SLIPPERS 
Hand turned — Cement 
Padded Sole 
For Men, Women, Children 
77 Styles in Stock 
Send for Catalog 
No. 1435R 
Hand. Turned. 


5-13. C. D.-EE. 
$2.40 


L. B. EVANS’ SON CO. 
Wakefield, Mass. 
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Dancing Shoes and Taps 
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Samples of low- 
est priced qual- 
ity tap in Amer- 
ica. 

Write 
SELVA & SONS 
(Dept. B.) 

1607 Broadway, N. Y. 





Isaac B. Nordlinger Honored 
on 50th Anniversary 


WASHINGTON, D. C.—In recognition 
of his 50 years as a leading shoe 
merchant in Georgetown, D. C., Isaac 
B. Nordlinger recently was given a 
banquet by 100 of the old-time citizens. 
Mr. Nordlinger is a native of George- 
town. He is past president of the 
Georgetown Citizens Association, past 
master of George C. Whiting Lodge of 
Masons, and active in the affairs of the 
Jewish Foster Home. 
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A Merchants’ Service 


Bou.per, CoLo.—The Boulder Credit 
Bureau, along with the credit bureaus 
of Portland, Ore., and several other 
Western cities, now offer to shoe mer- 
chants a personal call service planned 
to increase greatly store efficiency in 
collections. 

The shoe store, dealing with a de- 
linquent who ignores letters, and who 
cannot be reached by telephone, can 
have a personal call made for 25c. un- 
der the Boulder plan. The shoe store 
buys one hundred personal call collec- 
tion cards at a time for $25. The store 
fills out debtor’s name, address, amount, 
and turns over to the Credit Bureau 
field investigator who, making a con- 
tact, represents himself as a_ store 
representative. 

A skillful attempt is made to effect 
a collection; if such does not result, the 
next effort is to obtain a promise to 
pay. Pertinent facts ascertained are 
entered on the collection card in printed 
blanks. Special information is entered 
in space left for “field investigator’s 
report.” 

There is no additional charge if a 
collection is made. If delinquent is not 
at home, the investigator leaves a 
notice card, filled in with name of store, 
and hour and date of call, along with 
the request to call a named individual 
at the shoe store, whose telephone num- 
ber is given, within 48 hours. 


Plain Patent Pumps Gaining 


ALHAMBRA, CALIF.—The plainest and 
neatest of all-over patent pumps are 
increasingly in demand at Krystall’s 
Department Store, 386 West Main 
Street, the largest department store in 
Alhambra, according to F. J. Scully, 
buyer and manager. The new tree- 
bark has also gone over big in this 
store. 

Purchases already made for early 
Spring selling show a predominance of 
white with brown trim, and white with 
blue trim coming in for second place. 
All-over blues are also due for a big 
inning this Spring if Mr. Scully has 
guessed right for he has bought his 
share of them. He has gone in for 
blue in both pumps and ties and in 
fabrics as well as leathers. Sales are 
20 per cent above last year. 


Brown Buck Good 

HoLLywoop, CALIF. — Gibson’s, Inc., 
6329 Hollywood Boulevard, fashionable 
store for men, is experiencing a heavy 
demand for brown buck oxfords both 
with plain toes and wing tips. These 
shoes, the management states, repre- 
sent a jump away from sport shoes in 
which Hollywood revels so many 
months in the year, and yet they stop 
this side of the less pliable leathers and 
of regular Winter shoes. Hollywood 
is strong for comfort. 


Effective Window Idea 


Detroit, Mico.—The Physical Cul- 
ture Shoe Shop, in the former Dixie- 
land Hotel, is using a unique new dis- 
play consisting of tall cylinders, about 
eight to ten inches in diameter, each 
surmounted by a single pair of shoes. 
The fixtures are trimmed in tan, yel- 
low, and medium dark blues, with a 
silver band near the top and on the 
upper surface to emphasize the shoes 
each bears. 

The columns are of irregular height, 
but sufficient to show over the top of 
the background, being visible with the 
shoes on them from the interior of the 
store as well as in the windows. The 
columns are placed in the corners of 
the windows and a pair, not of matched 
height, in the center, without interfer- 
ing with other shoe displays in the 
windows. 


Seeks Leather Lines 


for Export 


Bedrich Kahn of the firm, Kahn & 
Kauders, Prague, Czechoslovakia, is 
visiting in Boston. This firm already 
represents the Colonial Tanning Co. 
and Amalgamated Leather Companies, 
and Mr. Kahn is now looking for other 
lines for Czechoslovakia, including 
white buck, calf and suede sheep. 
Those interested should communicate 
with the Colonial Tanning Company, 
who will be glad to furnish informa- 
tion with reference to this very reliable 
firm. 


Buffalo Shoe Men to Elect 


BuFFALO, N. Y.—George Seifert has 
been nominated without opposition for 
reelection as president of the Buffalo. 
Retail Shoe Dealers’ Association. The 
annual election will be held in Hotel 
Statler early in January. Other officers 
nominated include Benjamin Etkin, 
vice-president; Robert L. Holmes, sec- 
retary, and Joseph A. Shaetzer, treas- 
urer. At the December meeting in 
Hotel Statler, Sherwood Stokley spoke 
to the shoe retailers on group buying. 


Invites Customers to 
Come in and Rest 

MEMPHIS, TENN.—In most shoe stores 
featuring corrective shoes, the Christ- 
mas season is more or less of a poor 
selling time for their specialties. To 
overcome this, C. R. Morgan, manager 
of the Orthopedic Shoe Store sent a 
letter around to his women customers 
inviting them to make his store their 
in town resting headquarters. But in 
the center of this interesting letter is 
a cleverly worded sales appeal for util- 
ity footwear. 


Start Season's Run 


SPENCER, Mass.—Kleven Shoe Com- 
pany started in their new season’s run, 
with sheets going for 100 cases of 
Compo shoes per day. 
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Color Harmony in Shoe 
Windows 


[CONTINUED FROM PAGE 17] 


“It does not matter so much whether 
the customer knows what the descrip- 
tive terms mean—the effect is to make 
him feel subconsciously that when the 
quality is stated it must be worth the 
price, whereas simply a bald statement 
of price might have the opposite result. 

“Now as to the style and character 
of the window cards and price tickets. 
They should always be in perfect har- 
mony with the display. The choice of 
a type of lettering will be influenced by 
the merchandise shown. High-priced, 
distinctive merchandise calls for a 
dignified, restrained letter face. Pop- 
ular-priced merchandise permits the 
use of a more showy ornate face. 

“The same rule applies to the whole 
card layout, the illustration, if any, 
and ornamental spots and borders. 
Never forget, the purpose of the win- 
dow card is to get a short message or 
idea across quickly—and do not let an 
excess of ornament interfere with this. 
The color of the shoe cards will be de- 
termined by the color scheme of the 
window. 

“Many display men are accomplished 
in the art of show-card lettering, others 
have access to the services of someone 
who is. If you have not fairly well 
mastered the art, admit it honestly to 
yourself and have the cards made by a 
professional card letterer. Do not spoil 
an otherwise good window with clums- 
ily executed cards and price tickets. 

“Many manufacturers furnish this 
material to dealers. Usually it is well 
done because the quantities purchased 
justify a substantial payment for de- 
signs. Use the material furnished 
whenever possible. 

“The fact that window display is 
selling should never be lost sight of. 
Merchandise appeals to the senses in 
the sale in about the same proportion 
as shown in this chart (see Chart C). 
It is evident from this chart that win- 
dow display appeals to the strongest 
factor concerned in making the sale 
and is, therefore, of paramount im- 
portance. It justifies every thought 
and effort that we can put into it. The 
effect of a powerful window can be 
easily demonstrated in the immediate 
jump in sales of the merchandise 
shown. 

“A display man should be a good 
merchandise man. He should keep in 
touch with all departments and should 
know what items will respond to dis- 
play. He should keep posted on all 
incoming merchandise. The new arti- 
cles are always full of sales possibili- 
ties. 

“Do not slavishly copy or imitate 
other trims, develop your own orig- 
inality. New ideas may be appro- 
priated cheerfully and without apology, 
provided you combine them with your 
own creative ability. 


“Adequate illumination is very im- 
portant. If the windows are poorly 
lighted it may not be necessary to in- 
stall new lighting fixtures, possibly 
larger bulbs will produce the required 
result. The addition of some spot- 
lights, which may be used for throwing 
more light on the important spots in 
displays, or concentrating light of dif- 
ferent colors on these points, may help 
wonderfully. 

“The display man frequently be- 
comes calloused to the appeals for win- 
dows, especially when made by a man- 
ufacturer or his representative who 
may apparently have an ax to grind. 
But the conscientious manufacturer 
does not ask for display until he is 
reasonably certain that it will produce 
results. 

“Taking into consideration window 
displays all over the country, it is 
doubtful whether the average efficiency 
reaches even 50 per cent, that is, less 
than half the opportunity for selling 
merchandise through window display 
is grasped. This extra 50 per cent is 
the goal of the display man. 

“Think what it would mean to your 
store if you could double or even in- 
crease by one-half the sales made 
through your window displays. 

“One method of increasing display 
efficiency which is being more and more 
utilized by wide-awake display men, 
lies in tying up with the national ad- 
vertising campaigns of manufacturers. 
Millions of dollars are being spent an- 
nually to sell goods to the consumer. 
The effect of this is often incomplete 
—it is not immediately translated into 
a buying impulse, although the effect 
may linger subconsciously for some 
time. 

“The way to overcome this is to 
localize this advertising by showing in 
your windows the merchandise which 
your customers have seen advertised in 
national magazines. Very often you 
are able to crystalize the half-formed 
idea into an immediate buying im- 
pulse. In other words, the advertising 
has paved the way and your well- 
planned display furnishes just the final 
argument, the finishing touch which 
results in a sale.” 


Buys Share in Business 


PROVIDENCE, R. I.— The wholesale 
shoe business previously operated as 
Flynn & Melleney, 235 N. Main Street, 
this city, is now running as Flynn & 
Landi. William F. Melleney, former 
partner of Mr. Flynn’s has sold his 
share to Nicholas Landi. 
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Alhambra Store Gains 


ALHAMBRA, CALIF.—B. S. Mace, 
proprietor of Mace’s, 16 West Main 
Street, one of Alhambra’s leading 
quality shoe stores, is finding a decided 
demand for better merchandise than 
was apparent a year ago. Every day, 
he states, customers are coming back 
who no doubt were forced to seek stores 
selling cheaper merchandise during the 
last couple of years of the depression. 
Increased sales of novelty patterns in 
evening sandals and of better quality 
than formerly sought indicate more 
encouraging times, Mr. Mace thinks. 
Shoes for growing girls now being 
purchased are also in the better gradey 
of crushed kid for the most part. 





Sign Posts to Progress 
[CONTINUED FROM PAGE 13] 


This store does a real job in selling 
women’s shoes at $12.50, $13.50 and 
$15.50. 

The reason they do so well is be- 
cause they know the size, type and 
color preference of their trade. A sales- 
man’s order looks like a crazy quilt, as 
far as sizes are concerned. Each indi- 
vidual size is bought for a certain 
prospective customer. It is quite evi- 
dent that one cannot buy and sell top- 
grade style shoes as sugar is sold in 
a grocery store. This store sells sev- 
eral hundred pairs of these shoes a 
month, so its method must be right. 

An interesting inventory slant. Mr. 
Eades pointed out that as business 
picks up a store can carry less stock 
and do more business than when con- 
ditions are rather bad. When the going 
is hard, a store catering to the better 
class of trade must have a large in- 
ventory in order to satisfy them. Now 
that things are rolling along, Bassett’s 
is doing 30 per cent more business on 
10 per cent less stock. Changes in the 
sales force of the store are few and 
far between. The last man added to the 
staff was in 1929, while the next young- 
est man came to work in 1920. An- 
other store that believes in having a 
satisfied, well-paid selling organization. 

Quite a similar story is told in the 
stores carrying the  popular-priced 
shoes. While they have not shown the 
great increase in sales as have those 
stores which specialize in the top 
grades, nevertheless their conditions 
are quite satisfactory. For example, 
H. E. Levy, who, with his father, oper- 
ates a couple of stores in the city, tells 
how his average sales check is about a 
dollar higher this year as compared 
with last year. Their stores are strict- 
ly style stores. T. M. Adams of Pur- 
cell’s Department Store is developing 
his children’s department as well as his 
$6 corrective shoe line. Again we re- 
port a store doing 30 per cent more 
business on 10 per cent less stock than 
was carried a year ago. George Col- 
lis, who recently opened a children’s 
and growing girls’ shoe store, is finding 
that his business is developing very 
rapidly in his better grades. 
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KUSH-IN-EZE 
HAND TURNED 
FOOTWEAR 
IN STOCK 


Ne. 156 Black 
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VAUGHAN-TOWLE CO. 
WAKEFIELD, MASS. 
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Hosiery Protectors 
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Obituary 


Campbell E. Miller 


BUTLER, PA.—Campbell E. Miller, 67, 
for more than 40 years engaged in the 
footwear business here, died in the 
Butler hospital, following heart attack 
Nov. 27 when returning to Butler from 
an automobile trip. He took a business 
course in a Pittsburgh college and 
engaged as clerk in shoe stores in Pitts- 
burgh and New Kensington, Pa. 

Mr. Miller returned to Butler in 1893 
and established the business at 215 
South Main street. This business be- 
came the largest of its kind in Butler 
county, and northwestern Pennsylvania 
outside Erie. 

Mr. Miller was a member of the 
Butler Rotary club, the Chamber of 
Commerce and Retail Merchants’ bu- 
reau. He was unmarried and is sur- 
vived by a sister, Mrs. Evangeline P. 
Jeffery of Pittsburgh. Burial was made 
in the North Cemetery, Butler. 
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On the selling end 


News of the Travelers and Sales Activities 


Levy Made Sales Manager 


Lynn, Mass.—George N. Levy, well- 
known Lynn shoe man, has become 
associated as sales manager with the 
Liberty Shoe Company of this city. 
The Liberty Shoe Company has chang- 
ed over to the Delmac process and is 
making samples of higher grade shoes 
than those made in the past. The 
merchandising policy, also, has been 
changed and shoes will again be sold 
direct to the retail trade. Mr. Levy, 
the new sales manager, was formerly 
president of the George W. Dobbins 
Co., Inc. Prior to this he was for many 
years with Williams, Clark & Com- 
pany. 


New O'Donnell Salesmen 

St. PauL, MINN.—W. T. Gallagher, 
Memphis, Tenn., formerly with C. P. 
Ford & Company, has become asso- 
ciated with O’Donnell Shoe Company, 
traveling in the southwest as a sales- 
man on their women’s specialty lines. 

Ed W. Schnetke, formerly with the 
Boyd-Welsh Company, will represent 
the O’Donnell Shoe Company on their 
specialty line of Florence Nightingale 
Vocational Shoes for women, in the 
territory of Chicago and east. 

Nie Berlin will represent the O’Don- 
nell Shoe Company with their svecialtv 
women’s lines in the Central Western 
territory. 


Rubber Footwear Plants Busy 


NAUGATUCK. CoNN.—An echo of last 
Winter’s record-breaking sales of rub- 
ber footwear due to heavy snows in 
the East is seen in an announcement 
that the Naugatuck footwear plants 
of United States Rubber Products, Inc., 
will continue to operate on a five-day 
week basis during the first quarter of 
1935. 

“After the holidays we anticipate 
full time production on tennis and bath- 
ing shoes,” factory manager Walter 
H. Norton announced. “Our water- 
proof schedule for the first three 
months of the year will depend to a 
considerable degree on the weather.” 
The company recently advanced its 
overating schedule from four to five 
days a week. 


Shoe Firm Incorporates 


Mose. ALA.—Articles of incorpora- 
tion for the Royal Bootery, Inc., have 
been filed. The firm has an authorized 
capital of $5,000 of which $2,200 is 
naid in. Pat C. Hussey is president. 
Elnore Hussey, vice-president and 
John DiBetten, secretary. 


To Attend Middle 


Atlantic Meeting 


York, Pa.—Plans for attending the 
annual convention of the Middle At- 
lantic Shoe Retailers Association, to be 
held in Atlantic City on Jan. 21, 22, 
and 23, were made on Monday, Dec. 3, 
by members of the York Shoe Retailers 
Association, at a meeting held in the 
Fair and Square Shoe Store. Plans 
for the convention were outlined by 
Edward Reineberg, president of the 
Middle Atlantic, who has long been an 
active member of the York association. 
Mr. Reineberg announced at the meet- 
ing that a number of local shoe mer- 
chants will assist in staging the con- 
vention and business show. 

The York merchants, or at least 
those attending the meeting, were very 
optimistic for the Christmas buying 
season and are looking forward to the 
heaviest sales in several years. They 
reported a larger stock and bigger 
variety in their stores, than at any time 
in the past five years. 

Charles Martin, Samuel Shapiro, 
Cletus Reineberg and Louis Leibowitz 
made short talks at the meeting on 
subjects which had been assigned them 
at the previous meeting in line with a 
program of education for the shoe re- 
tailers which has been inaugurated for 
the current season by the association’s 
officers. 


Fyfe Christmas Display 


DetroIt—The first Christmas win- 
dows in Detroit shoe stores were to be 
put in the end of this week by F. E. 
Whitelam who is display manager of 
the R. H. Fyfe Company. Fyfe’s will 
use six large windows this early in the 
season for Christmas display, and each 
will be tied up with an unusually com- 
plete merchandising plan. The central 
design is to be the story of Christmas 
in many lands, showing local customs. 
The various special features will be 
indicated by cards with each window, 
according to Mr. Whitelam. The entire 
plan is to be followed up by display and 
merchandising within the store. 


Musician and Shoe Man 


MILWAUKEE—Charles Collar, owner 
of Collar’s Osteo-Path-Ik shoe store, 
seldom misses an opportunity to take 
part in the programs of the Milwaukee 
American Legion band of which he is 
a cornetist. 

When the band sailed for Geneva, 
Switzerland last August to win the 
championship of the world, Mr. Collar 
was forced to stay behind because of 
the illness of his wife. Since the band’s 
return, however, he has not missed a 
performance. 
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Shoe Men Hear N.S.R.A. Plans 


[CONTINUED FROM PAGE 24] 


ager of the National Shoe Retailers Association, by 
saying, “Let’s hear from the head man in the show.- 
Let’s hear of the accomplishments that have already 
been made in preparation for the week of convention 
and exposition.” 

Mr. Holden said: “I believe that our 24th Annual 
Show will be the greatest in attendance, in representa- 
tion and in results. 

“Already, more than 300 reservations have been 
made by shoe manufacturers from every important 
manufacturing center to exhibit in New York City, Jan- 
uary 6-7-8-9-10. From the National Shoe Retailers 
Association headquarters in New York City, we have 
sent out letters of invitation to every shoe retailer in 
the country. 

“In reply, we have received many hundreds of 
answers, saying, ‘We are coming. We are coming to 
the annual meeting of our association.’ ” 

Mr. Holden further remarked, “I want to express 
my appreciation to you, here assembled, the Jeading 
shoe buyers and shoe merchants of New York for the 
cooperation you have extended to the National Shoe 
Retailers Association and for the welcome which we 
are about to give to the thousands of visiting shoemen. 

“T want to thank you, the Shoe Merchants’ Council 
of New York, for contributing so much to our annual 
meeting. With your help, this will be the finest, most 
complete shoe meeting ever held. 

“In the past, we have visited every other prominent 
shoe center in the country and now, in 1935, we are 
coming to New York City to lay plans for better shoe- 
making and better shoe retailing. 

“The testimonial dinner that you have offered to our 
old friend and leader, John Slater, is a token of respect, 
not only to that grand old shoe man, but, also, to our 
association, of which John Slater has always been a 
leader. 


Indications of Interest 


“To carry out the remarks of Maurice Miller, 1 want 
to say that the indications we have received can mean 
but one thing—New Yorkers believe and the shoe re- 
tailers of the country believe that convention head- 
quarters in 1935 could be located at no better place 
than in New York City. 

“Already, as an indication of the interest of the man- 
ufacturers of shoes, the tanners of leathers and the 
makers of accessories and allied products, we have 
received reservations that fill the greater part of the 
twelve floors that we have assigned for display in 
Hotels Commodore and Biltmore. 

“At our headquarters, we have been making plans 


that will make this meeting stimulating to the minds 
and the businesses of the shoe men who will attead. 

“We have been selecting the leading authorities in 
fashion, in foot health and in merchandising technique, 
who will conduct the open discussions of this great 
meeting of shoe experience. 

“Because this is the first great convention of the 
New Year, we expect that we will be able to bring a 
message of encouragement to all American industries.” 


Conference for Retailers 


[CONTINUED FROM PAGE 22] 


ity in their respective fields. Professor MacNair is 
well known to many retail shoe men with whom he was 
in close contact in connection with the surveys in shoe 
retailing made a number of years ago by the Harvard 
Bureau of Business Research. His familiarity with 
shoe trade conditions enables him to discuss the busi- 
ness of shoe retailing from a practical standpoint. 

Professor Maynard is equally familiar with the shoe 
business and equally well known to retail shoe men. 
He has addressed national conventions of shoe mer- 
chants on two occasions and has also been a speaker 
at various State and local gatherings. He is the author 
of several widely used text books in the field of mer- 
chandising and at the present time is the administration 
member of the four code authorities. 

Mr. Goode is not only a successful advertising con- 
sultant but is nationally known through his articles 
appearing in various business and advertising publi- 
cations and several published books, of which the best 
known is “How to Turn People into Gold.” He is a 
powerful exponent of the importance of the customer 
and has made an intensive study of the various ave- 
nues of customer appeal in advertising and _ salés 
promotion. 

With more than 250 of the country’s leading shoe 
lines on display at the Hotels Jefferson, Statler and 
Lennox, the National Shoe Display will be a common 
meeting ground for merchants, manufacturers and the 
salesmen who contact the retail trade throughout the 
country. Recognizing this, the National Shoe Trav- 
elers Association has chosen St. Louis as its logical 
convention city, and will hold its sessions at the Hotel 
Statler January 4 and 5, the Friday and Saturday just 
preceding the opening of the manufacturers’ exhibition. 
Reduced rate fares are applicable for this meeting as 
well as for the National Shoe Display, and all indica- 
tions point to a memorable gathering of the entire 
industry at this convenient and centrally located point 
during the second week of January. 
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JANUARY SALE DISPLAY CARDS... 
PRICE TICKETS...and WINDOW STREAMERS... 


NOW READY! 









DONT YOU COME 
INSIDE ? 







WE HAVE SOME 























GIFT SUGGESTIONS 





DECEMBER 


Appropriate for Xmas trims. 

Bright red and green design on 

a snowy white background. 
Size 8” x 14” 





Feature Pointers 


INFORMATIVE ARROWS point out visible and 
in-built values. They are gracefully and securely 
placed with the aid of adjustable Polly Clips. 







REVEAL the fine wearing qualities of your mer- 

chandise with PRECISE information through your 

windows. You can turn a window shopper into a COMPLETE TEXTS 

sure customer by pointing out the quality fea- sent on request 

tures of your shoes. 4 cards—Women’s Shoes 

2 cards—Men’s Shoes 

1 card—Children’s Shoes 

1 card—Hosiery 

6 cards—On Store Service, 
Fitting, Quality, Etc. 

Single Cards: 60¢ each 

Without Text: 35¢ each 













The ARROWS are available in two 
colors: corn with green border, or 
buff with green border. Choice of 
forty selling phrases, or blanks. 








The PRICE TICKETS 
illustrated below har- 
monize perfectly with 





12 dozen (printed or blank)..... $2.00 
ae ee ww fF Ds cece 1.10 
1 ” ( ” ” ” ) init ceri 25 













SPECIAL: List of 
ONE GROSS ARROWS AND ONE GROSS Arrow Sales Messages, this CHRISTMAS win- 
POLLY CLIPS...... @ ONLY 85.00 on request. 








dow display card. 

















USE SALE STREAMERS 
ON YOUR WINDOWS 

















































2 

“co” Streamer: Red border and “Sale” on white. 
Midnight blue Size: 24” long—5” wide. Price: 3 for 25¢— p “_" 
and _ vermilion 10¢ each White board; seseseces 
design on buff j SALE in bright 
board. (Tickets: Priced below. Size 114” x 2%") red; royal blue 

csoian, Hoy iiss. 
Attractive Hand Lettered Price Tickets ———— i 









IN ALL DENOMINATIONS AND BLANK. OTHER DESIGNS IN STOCK i 
WITHOUT STORE NAME: 6 dozen @ $1.10, 12 dozen @ $2.00 - | 
WITH STORE NAME: 100 tickets @ $3.00, 200 @ $5.00 
“J”—Polly Clips for tickets: \% gross $2.25 
(adjustable—tilts at any angle) | gross $4.00 
“K”—Shoe Carton Tickets: 500 @ $1.25, 1000 @ $2.25 
CHECK WITH ORDER, PLEASE, unless C.O.D. preferred 





















sesngengse 







& 
Sa 
= . 


“KK” 
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MORE SHOES! 


Annual Display Card Service 
Includes 


EXCLUSIVE FRANCHISE is given with annual card service 
to one me int in an average size town, suburb or city shop- 
ping center. 


STORE WINDOW BULLETIN, supplies merchandising and 
display suggestions each month. 


SPECIAL CARDS, with wording as wanted. 


EXCHANGE OF CARDS: Annual card service subscribers may 
exchange any cards received for others ot the current month, 
whose texts better cover their merchandising program. 


PRICE TICKETS: Blank tickets, matching the current month’s 
cards, supplied free. Neat tickets with prices as wanted, but 
not harmonizing with the show cards, supplied free, if pre- 
ferred to blanks; harmonizing tickets with prices as wanted, 
to assure well blended trim, are 35¢ per fifty, additional. 


HOLDERS 


Oval base — bur- 
nished gold— 
three color trim. 


These modernistic 
holders take any 
size card. They 
harmonize with 
the finest of win- 
dow display fix- 
tures. 





Merchants Service Dept. 
BOOT AND SHOE RECORDER 
209 So. State St., Chicago, Ill. 


Select the Service You Wish— 


Mail Coupon—See Sales Jump! 


SERVICE NO. 1—$5.00 monthly: 
12 display cards ... 6 holders... 
100 blank harmonizing price tickets 


SERVICE NO. 2—$4.00 monthly: 
8 display cards . .. 4 holders... 
100 blank harmonizing price tickets 


SERVICE NO. 3—$3.00 monthly: 
6 display cards ... 2 holders... 
50 blank harmonizing price tickets 


SERVICE NO. 4—$2.25 monthly: 
4 display cards... 2 holders... 
50 blank harmonizing price tickets 


BOOT AND SHOE RECORDER 
209 So. State St., Chicago, Ill. 


Please enter our order for the Recorder “Selling 
Message,” beginning with January, for card service 
» for one year, consisting of 
holders (with the first month’s service), 

blank tickets each month—OR— 
IMPRINTED tickets at 35¢ per fifty, additional, for 
which we will pay $ per year, payable $ 
per month. For cash in advance, full year’s service, 
5% discount. Checks from foreign subscribers must 
be drawn on United States banks, or include exchange. 
(If for any unforeseen reason we wish to discontinue 
service before expiration of order, we agree to pay 
$1.00 per month additional for each month’s service 
delivered, and agree to return the card holders.) 


We sell MEN’S, WOMEN’S, CHILDREN’S SHOES, and 
WOMEN’S HOSIERY. (Cross out lines not carried.) 
We wish IMPRINTED TICKETS @ 35¢ per fifty: 
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CLAWIFIED ann WANT AD 


A DEPARTMENT 
WHERE EMPLOYER 
AND EMPLOYEE, 
BUYER AND SELLER 


MEET . 








SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 








State. 


ences. 





OPPORTUNITY FOR 2 SUCCESSFUL SALESMEN 


Prominent New York Wholesaler, featuring outstanding line of in-stock low 
and medium priced women’s novelty and sport shoes, also nationally known 
line beach and Summer sandals, has following territories open: 
2: Maryland, including Balt. and Wash. 
Customers established but will only consider experienced shoe men with a 
trade following in their respective territory. 
No interviews unless full details in first letter. 
Address D-968, care BOOT & SHOE RECORDER, 
239 West 39th Street, New York, N. Y. 


a3 1 as 


Must be producer with Al refer- 





SALESMAN calling on jobbing trade to sell 

the D & B line of shoe specialties, fiindings, 
and foot comfort items. Several territories 
available on a commission basis. Only experi- 
enced men who can furnish references consid- 
ered. Dorn & Badger Co., 1276 W. Third St., 
Cleveland, Ohio. 





OREIGN manufacturer desires reliable rep- 
resentative to show line of attractive high 
grade, all hand made ladies’ shoes in New York 
City and vicinity. Address D-980, care Boot & 
| sree, 239 West 39th Street, New York, 


SALESMEN: Possessing large following in all 
territories to represent prominent slipper 
manufacturer handling popular low priced 
slipper, cement and turn line. Commission basis. 
Address D-964, care Boot & Shoe Recorder, 239 
West 39th Street, New York, N. Y. 








NEW YORK sewing thread manufacturer 
requires salesman acquainted with stitch- 
down manufacturers. Good position for the 
right man. Address D-963, care Boot & Shoe 
areeaer, 239 West 39th Street, New York, 


XPERIENCED rubber footwear salesman for 

Connecticut, Western Massachusetts and New 
York State. Commission basis only. I. Gold- 
berg & Sons Co., Inc., 50 Lincoln St., Boston, 
Mass. 


ALESMEN: All territories. In stock $3.00 

retailers, women’s novelties. Commission 
basis. Only men with followings need apply. 
CARL SPECTOR COMPANY, 39 South St., 
Boston, Mass. 


SALESMEN to sell our popular priced Women’s 
Novelty and Staple shoes for New York City, 
Brooklyn, State of New Jersey, on commission 
basis. Theodore Kempe Shoe Corp., 200 Church 
St., New York City. 

















FAST LINE 
OF WOMEN’S NOVELTIES 


carried in stock for popular priced selling wants 
representation in St. Louis and Middle Western 
States. Only men with established following con- 
sidered. 

Straight commission basis. In answering give full 


details. 
Address D-970 care 
BOOT & SHOE RECORDER 
239 West 39th Street 
New York, N. Y. 











{ ALESMEN, Commission basis, sell Amazing 

Hollywood Brushless Shoe Cream to shoe and 
department stores. Must have established trade. 
Give experience in first letter. Frenchee Chemi- 
cal Co., Richmond Hill, N. Y. 





HOE or finding salesmen. A chance for you 

to make real money selling Lightning Shoe 
Shrinker Iron; Full time or side line. Some 
good territories open. Give full particulars in 
first letter. LIGHTNING SHRINKER IND., 
INC., 209 So. State Street, Chicago, II. 


XPERIENCED SALESMEN. _Established 

manufacturer infants’, children’s, misses’ 
and growing girls’ in-stock line in medium price 
range. We are only interested in high-grade 
man now carrying non-competitive line who can 
finance himself and knows Department Store 
trade. One territory open in Southeast from 
Virginia to Florida; and including Tennessee 
and Alabama. Another open Texas, Oklahoma, 
Louisiana and Arkansas. Please do not answer 
unless you qualify as above. Address D-975, 
care Boot & Shoe Recorder, 209 So. State St., 
Chicago, IIl. 


ALESMEN selling successfully women’s cheap 

pattern shoes can make big commissions with 
our short sideline low priced ladies’ novelty foot- 
wear now in big demand; all territories open; 
reply stating lines carrying and towns covering. 
Address D-977, care Boot & Shoe Recorder, 239 
West 39th Street, New York, N. Y. 











WO SALESMEN WANTED: A salesman 

for States of Washington, Oregon, Montana 
and Idaho. Also a salesman for States of Cali- 
fornia and Nevada with possibility of including 
Utah and Arizona. For our complete line of 
Dolgeville ‘Snug-lers’’ Slippers and Dolgevilie 
“Outingstiles” line of Sandals. Strictly com- 
mission basis. No objection if carried with 
non-conflicting line of footwear. Applicants 
must furnish references and photo. DOLGE- 
VILLE SLIPPER COMPANY, INC., DOLGE- 
VILLE, N. Y. 








POSITION WANTED 











SUCCESSFUL 
STORE MANAGER 
AVAILABLE 


The undersigned has been for fifteen 
years connected with an outstanding 
retail organization and for several 
years as manager of one of their most 
important stores. He has a thorough 
knowledge of operating systems and 
ideas that have been carried on both 
through the factory and the stores. Is 
desirous of associating himself with a 
quality organization or with a popular 
priced organization that is desirous of 
grading up and utilizing modern mer- 
chandising ideas and methods. Can 
produce records to prove the success of 
his operations. Best of references fur- 
nished. 


Address D-978, Care 
BOOT & SHOE RECORDER 
239 West 39th Street 
New York, N. Y. 











B UYER women’s shoes connected with leading 
New York department store, desires change, 
Address D-971, care Boot & Shoe Recorder, 239 
West 39th St., New York, N. Y. 








HELP WANTED 


WANTED: An experienced shoe man with de- 
rtment store following. Boston resident 
referred. Address D-965, care Boot & Shoe 
ecorder, 239 West 39th Street, New York, 
fe fs 








mum _ charge cents. 


address should be counted. 





CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. Mini- 


For all other classified advertisements the rate is 7 cents per word. Minimum charge $1.25. 
In all other cases each word of the 


When a box number is desired twelve words should be added for the address. 
The rate for all displayed classified advertisements is $5.00 an inch with a maximum of 45 words. 


Classified advertising is payable in advance. ; Sih 
§= Advertisements for this page must be in our New York office on Friday of the week preceding publication. “Seg 
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MANAGERS WANTED 


BUSINESS OPPORTUNITY 








MANAGERS WANTED—For exclusive nov- 
elty footwear shops. Must be capable dis- 
play and executive men. Reference required for 
ability and character. Prefer single men under 
thirty. State salary expected and particulars 
with application. Excellent proposition for right 
men. Applications confidential. Address D-972, 
care Boot & Shoe Recorder, 239 West 39th St., 

New York, N. Y. 





WANTED 


Manager to operate $20,000 to 
$30,000 volume shoe department in 
Wisconsin department store. 


Must be capable and experienced. 
Must have $2,000 to $2,500 cash to in- 
vest. 

Department has previously sold $20,000 
to $30,000 merchandise annually net- 
ting operator approximately $2,500 
over and above all expenses. 

Other locations available. 

Address your an to: 


976 Care 
BOOT £ TSHOE RECORDER 
627 Locust St. 
se Louis, Mo. 

















BUSINESS PROPERTY TO LET 


JN THE HEART OF THE SHOE DISTRICT 
—97-101 Reade Street. Large, desirable stores 
and lofts, excellent transient facilities. Steam 
heat, elevator, 100% sprinker. DELOR REAL- 
TY CO., 551 Fifth Avenue, New York City. 
VAnderbilt 3-7210, or your own broker. 











YOU CAN HAVB A BUSINESS PRO- 
FESSION OF YOUR OWN and earn bi 
income in service fees. A new system 0 
foot correction; readily learned by any 
one at home in a few weekse Easy terms 
for training; openings everywhere with 
all the trade you can attend to. No capi- 
tal required or goods to buy; no agency 
or soliciting. Established 1894. Address 
Stephenson Laboratory, 21 Back Bay, 
Boston, Mass. 











WANTED TO PURCHASE 








BUY 

Entire or Su Wholesale and Retail 
Stocks. Also Branded Shoes such as 
Walk-Over, Florsheim, Enna-Jettick; Vital- 
ity, Arch Preserver, Queen Quality, Bos- 
tonians, Etc. 

IRVIN RUBIN 

“The House of Jobs’’ 
89 Reade St. Cor. Church 
Phone Barclay 7-7887 New York City 








CASH PAID 
FOR ENTIRE OR PART STOCKS 
Shoes, Dry Goods or Clothing 
No Quantity Too Large or Too Small 


MAX KALTER & CO., INC. 
Phone Canal 6-4371 
591 BROADWAY NEW YORK CITY 








CASH -FOR BRANDED SHOES 


RETAIL OR FACTORY STOCKS 
Nunn-Bush, ome. Beck, 





LINE WANTED 


PACIFIC COAST OPPORTUNITY—Have 
sold over $400,000 of women’s Style Shoes on 
Pacific Coast in past three years—Factory is 
now closing—Am looking for a snappy Style 
line for coming season—Can produce profitable 
business—Best of references furnished. 

dress D-979, care Boot & Shoe Recorder, 239 
West 39th Street, New York, N. Y. 











BUSINESS OPPORTUNITY 


PARTNER with $5,000 to $10,000 for well 
established wholesale Children’s shoes and 
slippers. Opportunity for right man. Address 
D-973, care Boot & Shoe Recorder, 239 West 
39th Street, New York, N. Y. 











WANTED TO PURCHASE 








WANTED 
Shoe Jobs for Export—Cash— 


P. FRANCO 
394 Broadway, N. Y. C. 











MODERN Window Fixtures and XRay ma- 
chine. Must be in Metropolitan New York 
or New Jersey. Address D-974, care Boot & 
ge 3 Recorder, 239 West 39th Street, New York, 





Buyers of Surplus Stocks 


We will buy surplus er entire nag of shoes 
from manufacturers, jobbers or retailers. 


QUANTITY NO OBJECT 


KIRSCH - BLACHER CO., Inc. 
106 Duane St. New York 
Phone Worth 2-5377 and 5378 














I. Miller, 
Saks—5Sth * avenue, Melville, Bostonian, ete. 


BARIS SHOE COMPANY, Inc. 
79 READE STREET, NEW YORK 
Tolephone: WORTH 2-5180, 5181 

















lowa Travelers Elect 


Des Moines—The following officers 
were elected for the coming year at 
the annual meeting of the Iowa Shoe 
Travelers’ Association held at the 
Hotel Fort Des Moines, Des Moines, 
Iowa, Dec. 15: 

President, O. R. Biechinger; vice 
president, Willard M. Griest; secre- 
tary-treasurer, J. E. Wm. Prescott. 


Coast Travelers’ Officers 


SAN Francisco—At the annual 
meeting of the Pacific Coast Shoe 
Travelers’ Association recently held, 
the following officers were elected to 
serve for 1935: 

President, Walter E. Blatt; vice 
president, Jack Federspiel; secretary- 
treasurer, Sol Peiser. 


Shoe Travelers in Town 


ATLANTA, GA.— Among the recent 
visitors in Atlanta have been Bob 
Doyle, with the Packard Shoe Company, 
Brockton; Hugh Doyle, with the Doyle 
Shoe Company; A. L. Slavens, with the 
Holland Shoe Company, Holland, Mich., 
and Mr. Krebs, with the Racine Shoe 
Company, Racine, Wis. All were re- 
turning home for the holidays. 











1,000 at McGiffin Services 


Los ANGELES, CAL.—More than 1000 
people attended funeral services for 
James I. McGiffin, 52, vice president of 
and buyer for The Innes Shoe Com- 
pany, who died at his home in this city 
on Saturday, Dec. 8. Death resulted 
from a heart attack at night. 

The services were held at The Little 
Church of the Flowers in Forest Lawn 
Memorial Park, on Tuesday, Dec. 11. 
It was necessary to install a public 
address system to accommodate several 
hundred friends who could not get in- 
side the church. Delegations of shoe 
men including retailers, travelers, and 
manufacturers came from points as 
far distant as San Francisco. 

Mr. McGiffin had been with the Innes 
company more than 20 years starting 
as a salesman on the floor. He rose 
by successive promotions to the posi- 
tion he held at his death. He was 
prominent in the shoe business in Cali- 
fornia and served as a director of The 
California Shoe Retailers’ Association 
and was past president of the local 
retailers’ organization. He took a 
prominent part in lodge work, was a 
Mason, Knight Templar and Shriner. 

Mr. McGiffin was born in Wisconsin 
in 1882, but moved to California early 
in life. He was nationally known 
among shoe men for his skill as a 
buyer. He is survived by his wife, his 
father, and one sister. He leaves no 
children. 

W. A. Innes, president of the com- 
pany, has assumed the duties of buyer. 


New Florida Store 


SaRASOTA, FLA. — “Warren’s” is 
Sarasota’s new exclusive shoe store 
for women. Located on Main Street, 
and equipped with the newest in mod- 
ern fixtures and display devices, it of- 
fers women exclusive styles in smart 
shoes at popular prices. Natural Bridge 
arch shoes are carried. 
is a well-known resident of Sarastota, 

Mrs. O. Warren is proprietor. She 
having been connected for years with 
one of the department stores. 
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To 
Our Advertisers 
In This Issue 








Next Week 


N&t Week comes BOOT AND SHOE 

RECORDER'S Big Merchandising Refer- 
ence Number. A memorable feature issue 
to end the year 1934 and anticipate a bigger, 
better and more prosperous 1935. An issue 
every merchant will want to read and re-read, 
and keep for reference throughout the year. 
Covering every phase of the shoe industry 
and its allied trades of leathers, materials, 
accessories and equipment. Portraying the 
fashion picture for Spring in men's, women's 
and children's shoes. Featuring the annual 
convention of the National Shoe Retailers’ 
Association, to be held in New York, Jan. 
6-10, and the National Shoe Display at St. 
Louis, Jan. 7-10, under the auspices of the 
National Boot and Shoe Manufacturers Asso- 
ciation. You'll find this issue interesting, at- 
tractive and full of ideas that will help you 
plan a profitable business for 1935. 
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MARINE BLUE 
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NAVY-BLUE SPRING 


Navy-blue is the one big accepted color for spring. You'll see it in sports 
clothes, in town clothes, in clothes for afternoon and even for evening wear. 
The silk suit is a volume fashion, the version photographed here is made in 
navy-blue crepe, sprinkled with small, bright flowers. The Allied Kid Com- 
pany presents six navy-blue kids, four in the volume Marine Blue, two in the 
new Clipper Blue. 


CLIPPER BLUE CLIPPER BLUE 





NEW CASTLE No. 1340 STANDARD KID No. 236 





ALLIED KID COMPANY 
o 


BOSTON NEW YORK PHILADELPHIA 





Vol. 106. No. 17. ery Ey hoe Recorder Publishing Co., 239 W. 39th St., New York, N. Y. Entered as second aw matter, Sept. 10, 1925, 
> +» under the act of March 3, 1879. Subseription price $3.60 per year. Printed in U. 8. ; 
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“LET’S FACE FACTS 


We know we can reduce our insurance costs 


with safety through the ‘N-R-M’” 


One fact you can’t overlook. The “N-R-M” 
offers you outstanding security and prompt, 
efficient service at a substantial saving in cost. 


Where can you find greater security of pro- 
tection? “N-R-M” financial strength has 
increased during the depression. Investments 
are of the most conservative type. Management 
is economical. 


Where can you find fairer, more efficient ser- 


vice? Ask other Shoe retailers how their 
losses have been handled. 


And where else can you find such a 


record for consistent savings as the result 4 


23% 
SAVING 


ON YOUR 
7, FIRE © 
Sy Rry 


of dividends paid to policyholders, through good 
years and bad? 


How many pairs of shoes would you have to 
sell to make a net profit equal to 25% of your 
Fire insurance premium? Surely such a saving 
is worth a thorough investigation. 


Let us give you more complete information 
about this million dollar, legal reserve mutual 
company. 


Bring your Automobile, Casualty and Fire 
insurance policies with you to the National 
Shoe Retailers Association Convention at 
New York. “N-R-M” representatives will be 
glad to audit them free of charge and to 
consult with you about your insurance needs. 


NATIONAL RETAILERS MUTUAL 
INSURANCE COMPANY | 


James S. Kemper, President 


Mutual Insurance Building 


Chicago, U.S.A. 





NATIONWIDE 


SERVICE 


FACILITIES 
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AAP PN i 
Hee : have strength 


The greater strength of the long-fibre hemp used in Spaulding Counters shows up clearly when 
tested on the scales. It weighs more, size for size, than the fibre that goes into ordinary coun- 
ters—for it’s denser, closer-knit. In a word, it has more backbone. Here’s positive assurance 
that you can depend on Spaulding Counters for maximum resistance to the hardest kind of 


wear. They give the heel seat that extra strength which keeps the quarter standing up. . . 


9? 


and gives your customers “happy heels. 


PAULDING 


Counters 


“Wade tm North Rochester, N. H. 


Get Spaulding Coun- 
ters for that extra 
strength in the heel 
seat that keeps the 
quarter standing up— 
like this. 


Don’t lose a customer 
because of an inferior 
counter that breaks 
down in service and 
lets the quarter sag 
—like this. 


NO OTHERCPART OF THE SHOE MEANS SO MUCH...AND COSTS SO LITTLE 
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CHART 1935 FOR PROFITS 


If N this more encouraging year for healthy 
business, prepare early for several turn-overs, 
at full mark-up, of your white kid stocks. 





America is welcoming its own people at 
winter-resorts more and more each year. 


American women are white kid shoe-minded 
and wear whites on every possible occasion. 


The easy cleanability and sparkling pure 
whiteness of LEVOR kid are features which 
insure an ever-increasing demand. 


Bee, 


~ 
eo 
<— 


=) «GG. LEVOR « CO., INC. 
GLOVERSVILLE, N.Y. 
TANNERS OVER 58 YEARS 


@en 
- 














THROUGH WHITE LEVOR KID 









































Look at this chart. Your white kid business of the past year is represented 
by the point at which “THE WHITEST WHITES” enter the picture. What 
you can do with shoes of white LEVOR kid in 1935 is shown by the upward 


movement on the squares—each section being equal to 10%. 


Start early on whites for cruise and vacation needs; and concentrate on 
the most dependable of all white leathers—white LEVOR washable kid. 
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More Important Than Turnover . . . 
MR. RETAILER 


And Your Sample Case... . 
MR. SALESMAN 


IS HEALTH AND 


ACCIDENT INSURANCE 
_AT THE LOWEST 








$25 to $100 $5,000 to $20,000 
WEEKLY INDEMNITY DEATH INDEMNITY 


WE ACCEPT FOR MEMBERSHIP 


COMMERCIAL MEN BUSINESS MEN 
PROFESSIONAL MEN OFFICE MEN 


And Other Preferred Male Risks Ages |8 to 60 
AS AN ACCIDEN 
T ASSOCIATION THE ORGANIZED 1894 


“EASTERN”  , ee 


IS OUTSTANDING 40 Years of “Ask the 


Unfailing man who 
Entrance Fee $2.00 to be for- Service is a member" 
warded with application. > e 


Estimated Annual Cost $15.00 


We maintain no branch ian S 2 JFaster m 


have no agents and pay no com- le COMMERCIAL TRAVELERS 
missions, savin a heavy ex- ASSOCIATIONS 


penses to mem 
CUT THIS OUT AND MAIL IT TO US TODAY 


No membership is can 
p is cancelled on . JOHN S. WHITTEMORE, Secretary.Treas 


account of age. n Commercial Trave coldent Association 
era inklin Stre reet, Rines iia tn 


Bx... ase mail me applic aon for membership and full particulars on acciden 
ce. 
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Without comment, insert a “That reminds me,| need a couple “50c? That's less than | expected. 


SIMPLEX in the old shoe pairs. Wonder what they cost?” | will take two pairs.” 


THE FASTEST SELLING SHOE TREE 

IN AMERICA’S NATIONALLY KNOWN STORES 
NO JOKING © ¢ ¢ e 
Money Grows on (Shoe) Trees!! 


The SIMPLEX tree and the SIMPLEX SALES PLAN are so sensible, and 
sound, that they just couldn’t help being the success they are. 


A good sensible tree at a sensible price!! Sell your customer ONE PAIR; 
thereafter the demand is there for Simplex trees for each pair of shoes in 
the wardrobe Because of our patented interlocking wire, it is the 
only wire shoe tree on the market successfully controlling the spring 
tension. 


The POPULAR PRICE and being self adjusting for any size shoe—a U.S. Pat. 1922367 
gentle squeeze and it’s in—make SIMPLEX SHOE TREES fast sellers ee Ot 
giving the merchant a nice profit margin. Sales Plan on request. = 


5Oc RETAILER «(+ tsusas 2s triers now roses 
SIMPLEX SHOE TREE COMPANY 


159 NO. MICHIGAN AVENUE CHICAGO ILLINOIS 


Adjusting 
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SHOE MANUFACTURERS 
ADRIAN SHOE CO. 


g, 
wean s genuine Sbiccas, $4.00 and $5.00. 
D. AnueTnené 4& Co., 
jayton ren, 
Women's welts and turns, $10.00, $12.50. 
BEST enor co., 
Robert H. iT 


8 ah Foot 
Women’s ‘ootwear, 
In etock, ay , $4,00 and $5.00 


BILLIKEN QNILoRaH S SHOES, 
J. W. McHenry 


B0B SMART SHOE co., 
mere” and Boys’ Dress Shoes, $3.00, $4.00, 
$6.00 


BROWN SHOE CO., 
Ed Pankau, Sid ‘Armstrong, Ben Davis, M. Crane, 
All types of footwear for and from infants to 
grown-ups 

W. 8. CHASE & come, INC., 

Howard J. Engqui: 

es ig Sole Slippers and Boys’ Operas, 
Ever meos, Fausts, Cavaliers, Open Toe 
aa $2. 75 to $6.00 

COMMONWEALTH SHOE & LEATHER CO., 
Simon Ruwitch and John Roedder, 
“Bostonian Shoes’’ 

rir, HE, Wend, & RYDER CO,. 

Men’s & W —™ 7 al $8.50 to $10.00; 
Men's Welts, $6.50 to $7. 
CRADDOCK TERRY cO., 

Dave A. Marks, 
— _ of men’s, women’s and children’s 
DOROTHY ‘DoDD SHOE CO., 
(Branch of —— Shoe Co.), 
Julian H. Chapm 
Women’s High Grade. Bhoes, $6.50 to $8.50; 
Handcraft Grade, $8.5) 
cures SPECIALTY reeTwear co., 


line and Paul Kline, 
Men’s & Boys’ Dress Shoes, Work Shoes and 
Cuts; Ladies’ and _ Children’s Shoes; 


Hi 
“Standon’’ Tennis Shoes; Rubber Footwear 
EPRRATS Snes Cco., INC., 


children's Pr Pre-Welts, $1.50 to $2.95 
Cc. P. FORD & CO., 
y P. MeCarthy, 
Women’s Welts and Sbiccas, $6.85, $7.50, $8.50 
FOREST PARK SHOE CO., 
Pankau 
McKays and Welts, 


Women’s and | Girls’ $3.95 to 
$5.00 


nateoan nee MFG. CO., 
Parker, 


er, 
Women's ‘ieKey Novelty Shoes, $3.00 
HOECK SHOES, INC., 
Handmade women's turns, $10.00 ard 
nonresere? SHOE CORP., 


oyle, 
Men's ‘ween Welts, $4.00 and $5.00. 
auteur SLIPPER MFG. CORP., 
joward J. Engquist, 
Paiided Sole Slippers - Men, Boys, 
and Women, 79¢ to $2. 
KOZY KOMFORT onen | MFG. CO., 
Howard J. Engquist, 
Padded Sole Slippers; Women’s Compo Sole 
Sandals, Slippers and Comfort Footwear; Padded 
Sole and Leather Sole Woolskin sitpoers; Men’s 


and Women’s Bowling Shoes and Oxfor 


Children 
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@. MENRINGER & & £0-» INC., 
Toweling ; sue and Felt Bath Slippers, $1.25 to 


MELROSE eree co., 
Simon B. 


Boudoir Slippers, $1.00 to $2.00 
THE BLER Ones co., 


t, 
B, Jane Miller Health Shoes, $7.50 to $10.00; 
Miller Welts, $6.50 to $7.50 
MONDL MFG@. CO., 
rd J. Engquist, 
Sheepskin Slip poere for Men, Women, Boys and 
Children, 59¢ $2. "50; Children’s’ Pla-Shus; 
Men’s Basket Ball 11 Shoes ; Baas Shoes; Avi- 
ators’ and Skating Helmet: 


aon pd lh, SHOE Co., 
eusmad line of women’s and children’s shoes on 
case lot factory basis, $2.95 downward 
nar Let SHOES, 


Mc 
women's Areh type, $4.00, $5.00, $6.00 
PONTIAC SHOE MFG. CO., 
women's arch and sport type Goodyear Welts 
‘or r Welts, 
$5.00 and $6.50 as 
QUEEN QUALITY SHOE CO., 
(Branch of International Shoe Co.), 
Julian 
Wenen’s High Grade om $6.50 to $8.50; 
De Luxe Grade, $8.50 
E. ' REED & Co., 


uty Footwear; ‘‘Varsi Girl 
ee od H 


Shoes,”’ 50; 
and $8.50; ‘Matrix 
» g10s6 $12.50 

R. J. SAWYER, INc., 


rd J. Engquist, 
Beets st plain vamp Indian Moccasins, $2.00 


SHERWOOD SHOE CoO., 
Barney Coens, Middle West, 
Ed. ,%. a ay Chicago and vicinity, 
Mrs. Bell LePine, Sno office, 
Ladies’ oo" $5.50 to $7. 


SWAN SHOE CO., INC., 
Howard J. Engquist, 
Ra ‘Slippers; Children’s Pre- 
thing Shoes; Locker Sandals 


Terres SLIPPER CORP., 


mon Wax 
_ and Boudotr Slippers, $2.00 to $10.00 


UNIVERSAL SHOE MFG. CO., 
Dave A. Marks, 

Men’s Dress Shoes, $3.00 $5.00; Women’s 

Novelties, McKay, Compo, welts, $8.00 to $5.00 
Special order only. 


weeeenete SHOE Co., 
oward J. Engquist, 
Athletic Footwear, $8.00 to $12.00 


RETAIL SHOES 


JONES TREADEASY SHCE SHOP 
NURSE SHOE CO 

O'CONNOR & GOLDBERG 

DR. REED CUSHION SHOE Co. 
STACY-ADAMS SHOE CO. 


OTHERS 


ARNOLD BROS. & CO. (lasts) 

BEE HIVE SHOE REPAIRING CO. 

BOOT & SHOE RECORDER 

CAMERON & CO. (shoe store seating) 

CHICAGO SHOE TRAVELERS’ ASSN. (club rooms) 

FELTMAN & CURME SHOE STORES CO. (gen- 
eral offices) 


LIGHTNING SHRINKER INDUSTRIES (Shoe 
Shrinker) 


ROSMAN ADJUSTMENT CORP. (Collections) 
THE BOWCRAFT CO., 
Shoe Ornaments 
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IT’S GOING TO BE A BIG DEL-MAC YEAR 


with 
Insole 
Incision 





a Te Ee G QIN G T @O BE A 





ARE KREVOLUTIONIZING 


MODERN SHOEMAKINGS 


Insole 
rand 
removed 








THE Del-Mac process 
SETS A NEW STANDARD FOR 
CEMENTED OR STITCHED SHOES 


Del-Mac LICENSEES 


Frank Barber Shoe Mfg. Co., Long Island City, N. Y. The Menihan Co., Rochester, N. Y. 
Colella & Leighton, Shoemakers, Lynn, Mass. Pape Shoe Mfg. Co., New York City 

J. M. Connell Shoe Co., South Braintree, Mass. Premier Shoe Co., Inc., Long Island City, N. Y. 
Elbee Shoe Mfg. Co., Brooklyn, N. Y. S. Rauh & Co., New York City 

Florsheim Shoe Co., Chicago, Ill. H. & M. Rayne, Ltd., London, England 
Andrew Geller Shoe Mfg. Co., Brooklyn, N. Y. Schwartz & Benjamin, Brooklyn, N. Y. 
Gregory & Read Co., Lynn, Mass. Stone Shoe Company, New York City 
Grossman Shoes, Inc., Brooklyn, N. Y. Tilley-Williams, Ltd., Ontario, Canada 
Johnson, Stephens & Shinkle Shoe Co., St. Louis, Mo. Tupper Slipper Corp., Brooklyn, N. Y. 
Liberty Shoe Co., Lynn, Mass. M. Wolf & Sons, Inc., Brooklyn, N. Y. 
Lloyd Shoe Company, Ripley, Ohio Wolff-Tober Shoe Mfg. Co., St. Louis, Mo. 
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THE NEW YORK 
WHOLESALE SHOE AND 
RUBBER MARKET 
WELCOMES ALL VISITORS 
TO THE N.S.R.A. CONVENTION 


a cordial invitation 
is extended to visit 


their showrooms .. . 























JANUARY 
7-8-9-10 


When Open House 
will be Held 









































THIS ADVERTISEMENT IS PAID FOR BY THE SHOE AND RUBBER WHOLESALERS OF THE NEW YORK MARKET 
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4 ‘\ 
PLAN NOW 


SHOE STYLE WEEK 


¥ MARCH 4TH T O 9TH ¥ 


Reserve space in your plans for this outstanding national 
promotion tying-up the shoe wardrobe with the Harper's 
Bazaar forecast of spring styles. » » » Many of the country’s 
important stores have already signified their intention of co- 
operating in putting over this campaign to make American 
women more shoe style conscious. » » » Write in for details 


and signify your intention of participating. » » » » » » 


q 
SG 





A STYLE ul WEEK y a 
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A half-century of outstanding 
accomplishment is fittingly cli- 
maxed through the recent re- 
moval of the Tolman Print, Inc., 
to the modern and spacious 
plant of the University Press, for 
years owned and operated at 
Cambridge, Mass., by the Tolman 
concern. Thus are ideally com- 
bined under one roof the cre- 
ative and production facilities 
of two notably great industries, 
—each a leader in its specialized 
line of endeavor. 
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@ The sweeping 
tendency toward 
modernization of 
retail shoe shops finds 
Tolman Label Service co- 
‘operating in full measure. 
Our Advisory and Art 


Departments will gladly 


help you solve your label 
problem .. . and without 
obligation. 


ESTABLISHED 1875 





OFFICES AND PLANT AT Bie#:@V0:3,900Ke3>% 





When writing advertisers please mention Boot and Shoe Recorder 





Lillleway 
ockstilch > 
Shoes & 


Supple 


Smart 


Saleable ps 


New and improved methods 
of construction are skilfully 
combined to produce this 


modern SEWED SHOE. 


Their increasing popularity 


is significant. 


LITTLEWAY PROCESS COMPANY 


140 FEDERAL STREET, BOSTON, MASSACHUSETTS 


























Ole Ca EEGs 
SHOES 


These modern SEWED SHOES 
reflect the insistent requirements 
fo} Mo IE-Xof-Taallale Mn Zolaal=T an col am cole ie 


WYi-Xol alo) Mell el-talelo] ol(-Mello] iia aelate| 










aol hiolar 


Their prestige is recognized 
with equal enthusiasm by lead- 


Take ManlolalUhvolasie-Tamolale Ma -Sielll-1ay 


UNITED SHOE MACHINERY CORPORATION 
BOSTON, MASSACHUSETTS 
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Meet Us at... 


New York... N.S.R.A. Convention 


(National Shoe Retailer Association) 


Room 609 to 611, Commodore Hotel 
@ 


St. Louis..N.B. & S.M.A. Convention 


(National Boot and Shoe Manufacturers Association) 


Room 828, Statler Hotel 
@ 



















‘Year after year, dealers have found it well 
worth their time to visit the ‘‘Scholl’’ Exhibit. This year even greater 
interest than usual will be centered upon this particular exhibit. 


Since the last convention, The Scholl Mfg. Co., Inc., has brought out 
a number of new appliances and preparations which are receiving a 
very hearty reception from the trade. Naturally, you will want to hear - 
about these new profit-producing products. 





When you have learned of our far-reaching advertising and sales 
promotion plans for 1935—the greatest in the history of the company 
—you certainly will return home filled with a new enthusiasm and 
determination to make Dr. Scholl's Foot Comfort Service a bigger, 
better and more profitable feature of your business. 


Don’t fail to drop around and see us. 


THE SCHOLL MFG. CO., Inc. 


Largest Manufacturers of Foot Appliances and Remedies in the World 
213 W. SCHILLER STREET, CHICAGO 


62 W. 14th STREET 112 ADELAIDE STREET, E. 188-194 ST. JOHN STREET, E.C.1 
NEW YORK TORONTO LONDON 


IL | i 
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Ihe yr GUIIN Wi Nerchandrer 
learns that. 


SETON LEATHER CO., pre-eminent tanners of patent 
leather through the high standard and satisfactory use 
of its product by the foremost shoe makers, will present 


indisputable evidence to manufacturers and retailers of 


shoes that women who are influencers of fashion prefer 


black patent footwear and will express this choice next 


season. 


This is the questionnaire 
which New York society 
and business women 
answered with such 
sweeping endorse- 
ment of black patent 
leather for Spring 
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SETON L LEATHER © 


ARK NEW JERSEY 
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BLACK PATENT LEATHER shoes must be 
bought liberally for Spring beeause over 45% of 
highly representative groups of New York’s most 
fashion-wise wemen voted a preference for this 
leather next season. 


VWdllldha ane VM 


SMart women everywhere prize the sleek slimness and 
youthful appearance which black patent best endows their feet. 


HERE ARE A FEW OF OUR PROOFS: 


At a very large charity benefit luncheon, held December 18th, on 
the Roof Garden of the Waldorf-Astoria, 42% of the extremely 
fashionable women present voted that 


black patent leather makes the foot look most youthful 
and always dressy. 


Ho 


At a matinée club luncheon, held December 19th, on the Roof 
Garden of the Hotel Astor, exactly 50% of the society women 
attending voted that 


wl er L | 


‘i 


black patent leather makes the feet leok most youthful 
and always dressy. 





52% of the style-alert young ladies on the staff of the most famous 








class magazine publishing house voted that 


black patent leather makes the foot leok most 
youthful and always dressy. 


WE HAVE PROOF APLENTY! PREPARE FOR A VOGUE OF 
BLACK PATENT NEXT SEASON! 


Dawns 


Y MME YY YM Wf WY) 


‘SETON > PATENT? 


: BLACK... WHITE.4£.COLORS 
“lO MMM|M|!|M™MMaésM’/™MMua TO V///////144## 
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yymmee 
OXFORDS 
-IN SPORT 


IL was inevitable that the creators of “STANDON”, eos) 


America’s Leading Tennis Shoe line would anticipate 
modern trends and present to the trade a new develop- 
ment that will instantly appeal to style-minded men and 
boys who want sport shoe effects at tennis shoe prices. 


The Big Chief Sport Oxford illustrated above is just one of 
the 1935 additions to the E-J tennis line. Today, boys es- 
pecially are demanding oxfords in all types of footwear. In 
tennis they want oxfords with real style appeal—actual 
sport shoe effects. The Big Chief Sport Oxford is avail- 
able in three color combinations. White trimmed with 
Steer-Buck in Brown, Black and White. Uppers are first 
grade White Duck. Trimming of Genuine Leather. Soles are 
Crinkle Crepe Live Rubber with Crinkle Crepe foxing. The 
Standon Genuine Leather Ventilated insole, stitched into posi- 
tion by an exclusive patented process completes this perfectl 

balanced product, and makes it a really practical oxford. 


ENDICOTT-JOHNSON — Better Shoes for Less Money 


BIG CHIEF Oxford 


is in stock for immediate 


shipment in Men’s Sizes 6-12, at 
98c. Boy’s Sizes 24-6, at 90c. Other 
Tennis Oxfords, the Litefoot for ex- 
ample are in stock in the lower price 
brackets. Ask your E-J salesman to 
show you the 1935 Standon Tennis 
Oxfords. Write Endicott-Johnson, 
Endicott, N. Y., New York City, or 
St. Louis, Mo., for Terms and Discounts 


NOTHING TAKES THE PLACE OF 
GOOD LEATHER FOR INSOLES! 
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FOR THE 


STYLE MINDED 
RETAILER 


A Registered, Certified, NEW IDEA SERVICE which 
cannot be "boot-legged." 

A Unique, Different, Entirely New, Style Idea 
Service, comprehending three visual.and dramatic 
methods of presenting style. 











iL 
Y. SHOE FASHION RESEARCH ne. 


PAT. AREG U.S. PAT. OFF 


ORM 1 


CH The De Luxe Styl-O-Form Sketch is Mr. Conaway's 
new invention on which U. S. A. and foreign patents 
have been issued. 








2 


“AT -s#2 = The Stat-Shu-Styl is the latest invention of Mr. 
Wertheim, noted sculptor shoe designer, now asso- 
FASHON eS ciated exclusively with Shoe Fashion Research. 


3 


Also a pull-over visual with sole and heel and ex- 
ploiting the newest and best selling materials. 


This De Luxe Service is under the personal super- 
vision of Mr. Wertheim who creates all of the styles 
and personally consults with each client on practical 
methods of executing each style so it will have 
that artistic appeal which eliminates sales resistance. 
GUARANTEE Be sure to see the dramatic presentation of the 
. Original creations De Luxe New Idea Service, during the N. S. R. A. 
in private studio. Isle of Inspiration sessions at Rooms 1210-1212, 
ff \ Commodore Hotel, January 6th to 10th. 


s 
on 
es 
& 
i 
a4 
Py 
. 


2. Not copies or simu- 
lations of any other Watch for later announcements of the De Luxe New 
styles. Idea Service for Style Minded Retailers outside of 

New York, a popular mail service. 

3. Selected styles are 


registered, dated 

and certified and SHOE FASHION RESEARCH 
exclusive rights 657 MARBRIDGE BLDG. 1328 BROADWAY 
guaranteed. NEW YORK CITY 
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Leading Retailers Hail 





‘The advestoges of these grucefal new shors may be enumersted. ‘Thus the 
gentle, stretching Lames shoe fabrics |. . - 

mould the shoe to the side of the foot 

prevent the foot from sliding forward in the shoe 

ve gapping at the sides with which every womea ix only we 


allow the shoe to slip on and off with case 


se Peers een 


of Footwear 


A triumph of Fashion ... - 
Flawless Fit ...+-+eese6 
































exclusive with 


ar That Uses Las- 
MANNING ARMSTRONG chieve Superlative 
97 PRATT SX Fit, and Comfort 


wee “TERT Prétentation Here Mondoy 
Again Famous Bart Co.'s Shot Section 
od demonstrates. t This 


rod 

















Some typical 
store advertise- 
ments featuring 
“Lastex” Shoes 
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Amazing 


MADE WITH 


REG. U.S. PAT. OFF, 


THE MIRACLE YARN 
THAT MAKES THINGS FIT 





FOOTWEAR 


BE SURE TO SEE 


the Pedigo-Lake Company's 
Special Showing of “Lastex” 
Footwear at the National Shoe 
Retailers Association Conven- 
tion, New York, January 7-10, 
1935. And also at the Annual 
National Shoe Display, 
St. Louis, January 7-10, 1935 








Plasticon Footwear is made 
with “Lastopede,” a new 
“Lastex” fabric especially de- 
signed and constructed for 
women’s shoes by Carl Stohn, 
Inc., Boston, Mass. New York 
office, 40 East 34th Street. 
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ew Footwear 


Unparalleled Consumer Response 


Although “Lastex” shoes, first created by Pedigo-Lake under 
their brand “Plasticon,” were launched in mid-season, initial 
orders at once ran into thousands of pairs. An enthusiastic 
response from women brought orders for the Spring line 
even before the first Spring models had been shown, an 
unprecedented acceptance for a new line of merchandise. 


The matchless fit and perfect comfort of this revolutionary 
footwear made its instant triumph certain. “Lastex” shoes fit the 
foot as a glove fits the hand. They check gapping at sides, elim- 
inate slipping on heel, end the torture of the pinched instep. 


The year 1935 is going to be “Lastex” Year in the shoe 
industry, with many new fabrics, new styles, new patterns in 
production and leading retailers impatiently waiting for 
shipments. “Lastex,” as you probably know, is the name of a 
patented elastic yarn which can be woven or knitted into 
any type of fabric, endowing it with permanent 
elasticity. “Lastex” fabrics withstand wear, washing 
and cleaning. They stretch but always come back. 

For booklets and more detailed information, 
write to “Lastex, 1790 Broadway, New York City. 
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